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Auto Fire Provisions 
Revised to Harmonize 
With Casualty Forms 





















Changes Permit Issuance of Com- 
bination Policies With Uniform 
Common Provisions 


MOST AMENDMENTS MINOR 


Subrogation, Cancelation, Insuring 
Agreement, Liability Limits, Ex- 
clusions Among Changes 


The National Automobile Underwriters 
Association and the American Mutual 
Alliance this week announced revised 
standard provisions for automobile physi 
cal damage policies covering ayainst the 
risks of fire, theft, collision and the 
comprehensive coverages. The revised 
provisions became effective on an op 
tional basis on July 1 in many states 
and filings in other states will be accom 
plished as rapidly as possible, The use 
of the revised provisions will become 
mandatory on January 1, 1942, thus per- 
mitting companies sufficient time to ex- 
haust their present supplies and to dis 
tribute new policies to all agents in ac- 
cordance with the revised provisions. 

This revision is primarily for the pur- 
pose of harmonizing the provisions which 
are common to both physical damage 
and liability policies, thus permitting the 
issuance of combination policies with 
uniform common provisions. Standard 
provisions for combination policies will 
be promulgated at a subsequent date. 


Numerous Minor Changes 


In comparison with the standard pol- 
icy adopted by the National Automobile 
Underwriters Association in July, 1940, 
the revised provisions indicate numerous 
minor changes with respect to language 
and arrangement, although no funda- 
mental differences are found in the 
changes. 

The 1940 policy did not contain a sepa- 
rate subrogation clause, although the in- 
sured was required by the terms of the 
policy to “do everything necessary to 
obtain recovery from any party or 
parties for loss for which insurance is 
provided hereunder.” The new policy 
contains a separate and definite subroga- 
tion provision. 

The cancelation provision has been 
revised to conform with that used in 
the casualty policies and, instead of the 
“five- day notice,” it now provides for 
mailing “written notice stating when not 
less than five days there after such can- 
celation shall be effective.’ 

The intent of the comprehensive cov- 


(Continued on Page 32) 
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Quality Underwriters — 
Quality Business 
The Aptitude Index: IV 





The Aptitude Index, developed by the Life Insurance Sales 
Research Bureau and adopted by progressive life insurance com- 
panies, emphasizes the importance of quality representation in 


the field. 


A life insurance company can only select its business from 
the applications which are submitted to it for underwriting 
consideration, 


Therefore, quality business is largely determined by the 
type of representation in the field. 


Emphasis on quality rather than quantity has demonstrated 
conclusively the desirability of employing only underwriters who 
rate “A”, “B” or “C”. Studies reveal that the higher rating 
groups produce policies of a larger average size as well as with a 
better persistency. Such business, consequently, is produced more 
economically and remains on the books longer. 


The Penn Mutual stresses quality business. Underwriters, 
carefully selected by the use of the Aptitude Index, are trained to 
sell on the basis of needs, and are, therefore, qualified to render 
a more comprehensive life insurance service. 


THE PENN MUTUAL LIFE INSURANCE Co. 


JOHN A. STEVENSON 
President 


WILLIAM H. KINGSLEY 
Chairman of the Board 


INDEPENDENCE SQUARE, PHILADELPHIA 















944 5/7 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 





cm renee 


$3.00 a Year; 25c. per Copy 





Larger Research in 
Making Investments 
In Present Market 


Aetna Life Convention Hears Vice- 
President Westbrook on Com- 
pany Investment Practice 


S. T. WHATLEY PRESIDES 


Prospecting Chief Problem of 
Agents Today; Some of Speak- 
ers at Virginia Beach Meeting 


By Clarence Axman 


Virginia Beach, Va., July 1.—Stillman 
I’. Westbrook, vice-president of Aetna 
Life, who has among other duties the 
direction of the mortgage loan depart- 
ment of the company, told the Aetna 
Eastern regional meeting here this week 
some interesting facts about the mort- 
gage loan field, and particularly stressed 
the research and survey being made in 
order to find new outlets for placing of 
company funds which has been one re- 
sult of the narrowing of the investment 
market as investors found it in the days 
before the crash in the Fall of 1929. 

“Today we have a borrower’s market 
and not a lender’s market,” he said. 
“There are more people with money to 
lend than people who have legitimate 
reasons for borrowing. Under those cir- 
cumstances we must prospect the field. 
We must find the places where it is 
most advantageous to the company in 
giving credit. This prospecting is not 
routine. We must show initiative and 
can’t wait on a street corner for some- 
one to come along and ask us for money 
simply because they know we have it. 
Everyone of our loan men and our field 
men are nothing more nor less than 
salesrnen of credit, but they must be 
in a position to judge credit and to 
make the proper choice of the persons 
who have a legitimate reason for bor- 
rowing and who also have the proper 
security in order to make the loan de- 
sirable for the company.” 

How Loans Are Made Today 

The work of the loan department is 
anything but dull these days, Mr. West- 
brook said. In fact, it is inspiring and 
stimulating because of the greater va- 
riety of the investments and of the many 
types of people with whom the depart- 
ment has contact, as well as the help- 
fulness of these activities in adding to 
the prosperity and the solidity of the 
nation. 

Mr. Westbrook gave two examples of 

g I 
loans which the Aetna has made. The 
largest single investment in its portfolio, 
with the exception of government bonds, 
is the Lincoln Building across the street 
from Grand Central Terminal in New 
York City. He recited the circumstances 
under which this building was construct- 
s The Lincoln Building was started just 

s the speculative era was about to draw 

(Continued on Page 8) 
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“Personal Preparedness— 
Our Responsibility” 


Responding to the challenging theme—“Personal Preparedness— 
Our Responsibility’—Northwestern Mutual fieldmen from Maine 
to California will gather in the Home Office July 21-22-23 for the 


65th Anniversary Meeting of the Association of Agents. 


Life insurance selling ideas and proposals must be constantly 
adjusted to what people are thinking and doing, even though under- 
lying principles of selling do not change. This Annual Meeting, 
planned and executed by the members of the Agents’ Association 
in cooperation with the Agency Department, will demonstrate how 
Faith, Action and Enthusiasm bring Success in Life Underwriting 


today. 
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State Mutual Life’s 


Biggest Convention 


Of Its Leaders 
eld At Virginia Beach 


By W. L. Hadley 


E ARE living in stirring times 
\V/ wherein personal affairs, organi- 
zation, institution, state and na- 
tion are turbining in high gear. The 
momentum is swift, Today, to enjoy 
relaxation one has to get a good healthy 
tired on to keep in touch or step with 
existing programs. Business conventions 
are at one and the same time, delightful 
and strenuous. They provide opportuni- 
ties for enlarged enlightenment concern- 
ing problems of the business with which 
they are associated and in the course of 
their ‘sessions old friendships are pro- 
tracted and sweetened and new friend- 
ships are set up. These friendships are 
truly the great and valuable by-products 
of our modern business conventions, 


Last week the writer was a novice at 
the meeting of the State Mutual Life of 
Worcester, Mass., at Virginia Beach, Va., 
held during the ninety-seventh year of 
that company’s operation. I was a novice 
in that it was the first meeting of the 
State Mutual Life that I had attended. 
There were a lot of folk there whom I 
had known more or less for many years. 
Too, there were many whom I had never 
met. The days spent at Virginia Beach 
were full of activity. Very soon I was 
made to know that if I were going to 
keep up with the procession, it would be 
necessary to step up my gait. Well, Old 
Bill Hadley likes the entire outfit from 


the president down, and if President 
Chandler Bullock and Vice - President 
Ross Gordon want me at future meetings 
of the State Mutual Life field force, all 
they have to do is to tell me that it 
will be all right to mingle with Stephen 
Ireland and Bob Denny wherever they 
may gather with the rest of the State 
Mutual Life family for a business con- 
ference and I will try to make the date. 


Getting back to that Virginia Beach, 


Va., convention. Everything about it 
was streamlined. There was no lost 
motion in any of its sessions. With a 


triple threat president for a leader the 
incentive to go places and do things 
was always in evidence. President Chan- 
dler Bullock sets a strenuous pace. What 
a fullback! He pushes and leads at the 
same time. Then there is that smash- 
ing pair of ends, Ross B. Gordon and 
Stephen Ireland. Are they ground cov- 
erers. Just try to follow them. They 
are vice-president and vice-president and 
superintendent of agencies, respectively, 
of the State Mutual, 


Very soon I learned that if one were to 
be well and generally counseled, in the 
practical State Mutual Life way, there 
should be an Irving T. F. Ring to 
answer every appeal. He is general coun- 
sel of the company. 


Donald W. Campbell, treasurer ; Hiram 








Top—President Chandler Bullock observes the scene of the State Mutual Life 


Insurance Co.’s Greatest Convention. 


Below—Dave E. Satterfield, Jr., and Mrs. Satterfield—President Chandler Bul- 
lock—Mrs. Ben Cottrell, Chairlady of the Women’s Reception Committee and 
General Agent Ben Cottrell, of Richmond, Va., Chairman of the General Reception 


Committee. 


H. Amiral, M.D., medical director; Rich- 
ard C. Guest, actuary; William H. Cun- 
ningham, statistician, and Charles F. 
Harris, supervisor of applications of the 
State Mutual Life, were on hand and 
were seen constantly in consultation with 
general agents and agents who had prob- 


lems in connection with which they 
wanted enlightenment. 
Then there was that master of en- 


(Continued on Page 12) 
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Among Those From the Home Office 
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Chandler Bullock 
President 


Ross B. Gordon 
Vice-President 


Stephen Ireland 
Vice-President 


Robert H. Denny 
Director of Agencies 


Charles F. Harris 
Supervisor of Applications 





Irving T. F. Ring 
General Counsel 
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President Bullock Points Out Greater 
Need for Insurance by Women Today 


In his address before the State Mutual 
Life convention at Virginia Beach last 
week, President Chandler Bullock dis- 
cussed the effects of the war and the 
national defense effort on the national 
economy and turning to the outlook for 
new life insurance production pointed 
out the increasing opportunity today for 
insuring women because of their larger 
scope of activity and greater stake in 
financial matters. He said in part: 

“Are some of our agencies paying 
enough attention to insuring women? 
The reports of the Life Insurance Sales 
Research Bureau tell us the New York 
companies and the American Life Con- 
vention companies generally are under- 
writing a larger percentage of women in 
lives and amounts than the Little En- 
tente companies like ours. 

“There is much wealth in the country 
in the hands of women. You know 
that. In many corporations like the 
American Telephone & Telegraph Co. 
the majority of the stockholders are 
women. Many of them will be interest- 
ed in taking out estate and inheritance 
tax insurance against the great increase 
in such taxes. 

“For the same reason, increasing taxes 


—more and more men of property and 
business are transferring more and more 
property to their wives. 

“There are reliably and carefully col- 
lected statistics showing women now own 
65% of all savings bank deposits. And 
what is more important—women are now 
being paid at least 20% in total amount 
of all salaries and wages paid in the 
United States. With an increasing op- 
portunity and with a growing feminine 
tendency to self expression in an eco- 
nomic way—the total amount paid to 
women in salaries and wages is increas- 
ing, 

“Our own actuary, Richard Guest, after 
a careful study of female insurance, and 
speaking before the American Institute 
of Actuaries, ends his speech with this 
statement: ‘Insurance on women is a 
highly desirable class of business.’ 

“Then we have just received the last 
published report, out but a few weeks, 
of the Committee on Persistent Busi- 
ness of the Life Insurance Sales Re- 
search Bureau (of which our own Don 
Mix is chairman) devoted entirely to 
life insurance sales to women. This re- 
port is important. It states definitely 
that not only is mortality of female busi- 
ness better than on male business and 


usually better for all age groups (ex- 
cept below 20), but it has a better per- 
sistency than male insurance. This study 
also shows the average premium per 
$1,000 on new business paid for on fe- 
male lives was 7% to 66% higher than 
on male lives. 

“T quote from that report: ‘The lower 
average sale to women tends to be offset 
by superior persistency. a better mortal- 
ity, lower collection frequency, and other 
advantages.’ This sales bureau report 
also speaks in so many words ‘of the 
relatively undeveloped nature of the fe- 
male market.’ 

“The last United States census re- 
ports confirm the increasing trend of 
the proportionate employment of women 
compared to that of men, both pro- 
fessionally (note that!) and otherwise. 
Mercantile and financial institutions are 
employing more women in proportion to 
their total force than ten years ago, and 
more married women. This increase will 
be accelerated by the very fact that in 
the next two years or so more and more 
men will be drafted into the army, navy 
and air forces of the United States, and 
many of their places must be filled with 
women. The proportionate number of 
women employes and clerks in Federal, 
state and municipal offices is also in- 
creasing—along with increasing bureau- 
cracy employment everywhere. 

“Incidentally you will note that Miss 
Beatrice Jones has just been elected the 
president of the Life Underwriters As- 
sociation of the City of New York, the 


largest underwriters’ association in the 
country. Some may like it or not—but 
women are taking an increasingly im- 
portant economic position in this evolut- 
ing world of ours. 

“Query: In view of all these facts I 
ask, ‘Is the growing market for the sale 
of life insurance to women being suffi- 
ciently tapped?’ I wonder. 

“This last Sales Research Bureau re- 
port on sales to women states and I 
again quote: ‘It should not be assumed 
that women agents are required to tap 
this market effectively. It will be re- 
called that the Curtis Publishing Co. 
study made in cooperation with the Bu- 
reau showed that 45% of business women 
buyers of Ordinary preferred to buy 
from a man, 9% preferred to buy from 
a woman, and 46% had no preference.’ 


Increasing Wage Incomes 


“There is another trend in this chang- 
ing country of ours which leads me to 
ask another question. Admittedly there 
are many billions being spent in defense 
program orders which will probably con- 
tinue for two or more years. Many 
mechanics, carpenters, painters and other 
workmen of no especial. skill are now 
being paid wages of towards a $100 a 
week, counting overtime — getting, in 
brief, up towards $4,000 to $5,000 a year. 

“There are certainly many men who 
were formerly considered as prospects 
only for Industrial policies that are now 
in an excellent position for Ordinary 
life. Neither an Industrial policy nor 


(Continued on-Page 12) 
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John H. Jamison Named 
To Home Office Post 


MANAGER OF FIELD TRAINING 





From Production Manager at Nelson D. 
Phelps Agency, Boston, for North- 
western Mutual 





John H. Jamison, well known in life 
insurance circles for his wide experience 
in sales training and inspirational talks 
before agents and managers, has been 
appointed to the newly created _posi- 
tion of manager of field training in the 





JOHN H. JAMISON 


home office agency department of the 
Northwestern Mutual. He goes to his 
new post from the company’s Nelson D. 
Phelps general agency in Boston where 
he has been production manager. 

Mr. Jamison entered life insurance in 
1932 as an agent after seven years in 
advertising in Hartford. Following a 
most successful experience in selling, he 
did organization work in Pittsburgh, 
Boston and New York City. In 1935 
he joined the Life Insurance Sales Re- 
search Bureau. There, in addition to 
other duties, he was a director of the 
“Two Week School in Agency Man- 
agement.” He also acted as consultant 
for a number of companies and became 
well known to general agents and man- 
agers in the United States and Canada. 

Recently Mr. Jamison served as chair- 
man of the nineteenth annual New Eng- 
land Sales Congress in Boston, On 
June 30, he was tendered a surprise 
farewell party by the members of the 
Phelps agency and presented with a desk 
pen set. 

Mr. Jamison is a graduate of Yale, 
class of 1925. In making the announce- 
ment of Mr. Jamison’s appointment, Di- 
rector of Agencies Grant L. Hill com- 
mented that Mr. Jamison will further 
implement the Northwestern’s educa- 
tional and training program. 





INSTITUTE’S FALL CAMPAIGN 


Beginning September 15, the Institute 
of Life Insurance advertising will appear 
once. a week in 265 newspapers instead 
of only once every two weeks, as at 
present. This will make possible an even 
stronger impact on the public mind. 

The Institute is suspending its adver- 
tising during the Summer following the 
appearance of its advertisements on July 7. 
The Fall campaign will stress the service 
of life insurance to the American public. 


KREBS BUFFALO MANAGER 


H. Musser Krebs has been newly ap- 
pointed to the managership of the Buffalo 
office of the Fidelity Mutual, succeed- 
ing Hirtus E. Alles. Mr. Krebs has 
been a representative of the John Han- 
cock in Buffalo for the past six years. 





Einstein-Salinger Outing Party at Plandome 





Photo by LeRoy S. Zider, Jr. 


Among the home office guests at the outing last week at Plandome, Long Island, 
of the Einstein-Salinger agency of the Mutual Benefit were H. G. Kenagy, super- 
intendent of agencies; Bill C. Thurman, assistant superintendent of agencies; Harry 
Allen, ‘secretary; Charles Brenner, Jr.; Alfred L. Riley; Floyd Zukswert, comp- 
troller; Harold Smith; Miss Christine Collins; and Charles E. DeLong, manager 
of the collection agency. Other guests were Elles M. Derby, vice-president of the 
Life Extension Institute; and Misses Louise Husack and Ethel Brockhurst of the 


Life Underwriters of New York. 
Sports included golf and tennis. 
Johnson won golf prizes. 


Maurice A. Blate, C. Alfred Karpin and Roy 


Tennis prizes went to Carl Stecker and Benjamin 


Salinger, and Harold Lowenhein and William Zider in a doubles match. Howard 
Blate was in charge of the outing and Frank Mulligan was toastmaster. 





HOME OFFICE UNDERWRITERS 





To Meet in Chicago September 25-27; 
Three Speakers Announced; 
Membership Gains 
The Institute of Home Office Under- 
writers will hold its annual convention 
September 25-27 at the Edgewater Beach 
Hotel, Chicago, it was announced this 
week by president of the Institute Wal- 

ter K. Fritz, Lamar Life. 
Three speakers are scheduled: Dr. 
Roland P. Mackay, neurologist of the 


University of Illinois; William H. Dal- 
las, vice-president, Aetna Life, and Dr. 
Albert S. Irving, medical director, Amer- 
ican National Life. 

Some members, it is expected, will also 
attend the annual conference of the Life 
Office Management Association in Cin- 
cinnati September 29-October 1. 

President Fritz has reported the fol- 
lowing new members: Bankers Life of 
Nebraska, Bankers National of N. J., 
Great American, Union National Life, 
Woodmen of the World and the North 


American Life. 











THROUGHOUT 


NORTH AMERIC! 




















Officers of Guaranty 
Corp. Headed by Pink 


SET UP BY RECENT N. Y. LAW 





First Deputy T. J. Cullen Vice-Chair- 
man; Sterling Pierson Secretary; 
Louis W. Dawson Treasurer 





Representatives of New York State 

domestic companies met at the New York 
Insurance Department recently when 
formal organization of the Life Insur- 
ance Guaranty Corporation was effected. 
This was according to the provisions of 
the law passed at the last session of 
the New York Legislature, which re- 
quired each domestic company to file with 
the Superintendent of Insurance a cer- 
tificate designating a person who would 
be its representative on the board of 
the corporation formed by the law. Pur- 
pose of the act is to create a “life insur- 
ance guaranty fund” by assessments on 
domestic legal reserve companies to be 
used “for the promotion of the stability 
of domestic life insurance companies and 
for the performance of their contractual 
obligations.” 
_ At the organization meeting, Super- 
intendent Louis H. Pink was made chair- 
man as provided by the act. Vice-chair- 
man is Thomas J. Cullen, first deputy 
superintendent; Sterling Pierson, coun- 
sel, Equitable Society, is secretary ; Louts 
W. Dawson, vice-president and general 
counsel, Mutual Life of New York, is 
treasurer; D. F. Broderick, chief exam- 
iner of life companies, New York De- 
partment, is assistant secretary. 





Long Island Association 


Has First Meeting 


The first meeting of the Long Island 
Life Underwriters Association since 
organization last month was held in 
Patchogue, June 20. Among those at- 
tending were Beatrice Jones, new presi- 
dent of the New York Association; 
Lester Einstein, administrative vice- 
president of the New York Association; 
John Hughes, executive secretary of that 
Association; Robert Skillings of the 
board of directors; and Paul Troth, 
Home Life director of publicity. 

John MacVean, president of the Long 
Island Association presided over an 
enthusiastic meeting of nearly 200 agents. 





Westchester Association 
Names Robert W. Moore 


Robert W. Moore, Prudential, was 
elected president of the Life Underwrit- 
ers Association of Westchester at the 
annual meeting last week. Other officers 
are: vice-president, Evelyn I. White, 
Penn Mutual; secretary, Leonard R. 
Grape, Massachusetts Mutual; treasurer, 
Francis J. Dondero, Aetna Life. Direc- 
tors for three years are as follows: 
David L. Jarvis, Metropolitan, and Frank 
H. Meyer, Penn Mutual. 

The guest speaker at the meeting was 
Albert E. N. Gray, assistant secretary, 
Prudential, whose topic was “The Com- 
mon Denominator of Success.” 





HELPING CANADIAN A. R. P. 

Two United States life insurance’ 
companies, the Metropolitan Life and 
the Prudential, are instrumental in pro- 


moting the air raid precaution and 
civilian defense committee work in 
Canada. These are contributing in large 


quantities copies of their first-aid book- 
lets which, in large measure, are being 
used as “text books” for A.R.P. workers 


RALPH HOYER ENDORSED 

Ralph Hoyer, John Hancock general 
agent at Columbus, and a candidate for 
trustee of the National Association of 
Life Underwriters, was endorsed by the 
Fort Smith Life Underwriters, Fort 
Smith, Arkansas at their meeting Junc 
26. President Stanley Smithson presided. 
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Michigan Reorganizes 
Insurance Department 


THREE SEPARATE DIVISIONS 





Long Aim of State Association; Seth R. 
Burwell Heads New Life 
Division 





The Michigan Insurance Department 
has been reorganized into three sepa- 
rate divisions, one for life and fraternal 
insurance, one for casualty and miscel- 
laneous lines, and one for fire and ma- 
rine. The creation of a separate life 
division has been a long-time objective 
of the Michigan Association of Life 
Underwriters and the Michigan Life 
Council, and has had the support of 
Governor Murray D, Van Waggoner as 
well as of Commissioner Eugene P. Ber- 
ry. The governor had pledged himself 
on several occasions, notably at a din- 
ner meeting in Lansing sponsored by 
the state association, of which H. Loree 
Harvey is the newly-elected president, 
to work for this reorganization as well 
as for larger appropriations. Commis- 
sioner Berry had also cited the need 
for more adequate funds for purposes 
of better supervision and a larger ex- 
amining staff. 

The reorganization is made possible 
through larger appropriations by the 
recently adjourned legislature. 

New Division Heads 


Under the new plan, Frank M. Cor- 
dero, deputy commissioner becomes di- 
rector of fire and marine; Jay C. Ketch- 
um, second deputy commissioner, will be 
director of casualty and miscellaneous 
lines; and Seth R, Burwell, former head 
of the licensing division, is to be direc- 
tor of life and fraternal insurance. 

Mr. Burwell will be assisted in the 
investment section by Stanley J. Bo- 
rucki, Detroit, an attorney with experi- 
ence in the legal phases of bonds, mort- 
gages and other securities in connec- 
tion with his work with the United 
States Mortgage Bond Co., the Detroit 
Trust Co., as receiver for the former, 
the Wayne County drain commission- 
er’s office and the state public trust com- 
mission, On Mr. Burwell’s staff will be 
Wayne W. Garnett, present department 
actuary and assistant to Mr. Burwell; 
James Maine and Alvin Borchardt, for- 
merly with the Illinois department as 
examiner, and at one time with the St. 
Louis Mutual Life. Mr. Borchardt has 
had wide actuarial, managerial and audit- 
ing experience. 

Mr. Burwell has had a diverse insur- 
ance background, having been with the 
department since 1932, taken an active 
part in removing abuses in the licensing 
field, and been instrumental in obtaining 
passage of an agents’ qualification law, 
which he has since administered. He 
has also handled many legal matters, re- 
viewed policy forms, helped clean up 
illegal practices of ‘non-admitted car- 
riers and other abuses in the agency 
field, chiefly in Detroit. 





LLOYD KLINGMAN PRESIDENT 


Lloyd W. Klingman, agency manager 
for the Equitable Life of New York, 
was elected president of the Life Insur- 
ance Managers Club of Dallas at the 
organization’s annual meeting recently. 
Vice-president of the club during the 
last year, Mr. Klingman succeeds R. 
Barney Shields, manager at Dallas for 
the Great National Life. Other new of- 
ficers are: Vice-president, Campbell 
Green, Dallas manager, Southwestern 
Life, moved up from secretary-treasurer ; 
and secretary-treasurer, M. Allen Ander- 
son, director of agencies of the Republic 
National Life. 

Mr. Klingman, a CLU, is in charge of 
the north Texas agency of the Equitable 
Society, went to Dallas in 1937 when the 
Equitable re-entered Texas. 





GEORGE J. KELBER TRANSFER 


George J. Kelber, Prudential home of- 
fice mortgage loan department, has been 
transferred to the company’s Dallas of- 
fice. Mr. Kelber is recognized as an 
authority on mortgage loans. 


Edward L. Reiley Honored at Banquet 





Left to right: Aaron C. F. Finkbiner; Edward L. Reiley receiving silver service ; 
Clifford H. Orr and Paul Banks, who succeeds Mr. Reiley as president of association. 


At a farewell dinner, July 1, Edward iner, Joseph H. Reese, Paul B. Banks, 
L. Reiley, who has taken charge of Penn Association president, succeeding Mr. 
M wes ff & 16 Reckelaliee Blew: Reiley; and by Aaron C. F. Finkbiner. 
Mutual's omce a OER aee ren Mr. Reiley had _ been previously 


New York City, was presented with a 
silver service set by Clifford H. Orr, 
National Life of Vermont, on behalf of 
“his life underwriter friends of Phila- 
delphia.’” Mr. Orr was chairman of the 
party. 


honored with a dinner by his Penn Mu- 
tual associates, when the newly elected 
vice-president Eric G. Johnson paid 
tribute to the co-managers of the Home 
Office agency, Joseph H. Reese and Mr. 
Reiley. At that time Mr. Reiley was 
presented with an RCA Victor phono- 
graph-radio by Sidney A. Coleman on 
behalf of the agency. Mr. Reese was 
presented with a desk set at the same 
dinner, by underwriter William F. Lee. 


Testimonial remarks were made by Dr. 
S. S. Huebner, president American Col- 
Irvin Bend- 


lege of Life Underwriters, 
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Research Bureau Study 
On Sales to Women 


HAVE A HIGHER PERSISTENCY 





Higher Average Premium Per $1,000; 
Advantages to Both Home Office 
and Field 





The committee on persistent business 
of the Life Insurance Sales Research 
3ureau has made a report on life insur- 
ance sales to women which was compiled 
by J. A. Hawkins, vice-president, Mid- 
land Mutual Life; and Leon R. Case, 
actuarial department, Connecticut Mu- 
tual. The report is a pamphlet of thirty- 
two pages and contains full material on 
experience both from an underwriting 
and sales standpoint. 

The report indicates that persistency 
on business sold to women is better than 
that sold to men, that the aggregate 
mortality is better and it is usually bet- 
ter for all age groups. Women buyers, 
it is shown, constitute a profitable seg- 
ment of the market for many agents 
due to the higher persistency of such 
business and the likelihood of a high- 
er average commission per $1,000. The 
lower rate of commissions on endow- 
ments and the younger average age may 
be offset by the higher average premium 
per $1,000, resulting from a larger pro- 
portion of high premium plans. Too 
great concentration on the woman mar- 
ket, it is stated, should tend to decrease 
the production of new business because 
of the small average sale and the likeli- 
hood of less repeat business, 


Profitable to Field 

From the point of view of the home 
office, business on the lives of women 
has many favorable aspects. The low 
average sale tends to be offset by su- 
perior persistency, better mortality, low- 
er collection frequency and other advan- 
tages. The profitableness to a general 
agent is favorably affected by the per- 
sistency, lower collection frequency, high 
average premium per $1,000 and small 
proportion of Term. An _ unfavorable 
factor is the smaller average size of 
policy. 

It should not be assumed, states the 
report, that women agents are required 
to tap this market effectively. It will 
be recalled that the Curtis Publishing 
Co. study, made in cooperation with the 
Bureau in 1934, showed that 45% of busi- 
ness women buyers of Ordinary pre- 
ferred to buy from a man, 9% preferred 
to buy from a woman and 46% had no 
preference. 

As to the extent of emphasis on sales 
to women, it seems from the study that 
sales to women are not generally empha- 
sized to any great degree and that there 
is adequate opportunity for further de- 
velopment, The bulk of sales promotion 
material stresses retirement endowment 
and general booklets largely for busi- 
ness and professional women. 





LOS ANGELES CLU ELECTIONS 


The Los Angeles Chapter CLU elected 
the following officers recently: presi- 
dent, Rollo Hays, Jr., general agent, 
New England Mutual: vice-president, 
Howard Neal, Galster-Neal & White; 
secretary-treasurer, E. L. Smith, assist- 
ant general agent, Connecticut General. 

Directors include: A. C. Duckett, 
Northwestern Mutual; J. J. Muller, 
Prudential; John F. Curtis, Massachu- 
setts Mutual; Harold Kaye, Equitable 
Society; G. T. McElwrath, New York 
Life; and Charles E, Cleeton, general 
agent, Occidental Life. 

During the past year the chapter con- 
ferred the degree on four underwriters, 
and diplomas for Life Agency Manage- 
ment were awarded to five. 

The chapter membership now totals 
seventy-eight. 





- §. S. WOLFSON 41.2% AHEAD 

New paid-for production of the 5) 
Wolfson Agency, Berkshire Life in New 
York, is 41.2% ahead for the first six 
months of 1941 compared with the same 
period of 1940. 
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or the fourth year in succession, Home Life’s aver- 4500 
Freee policy in 1940 was the highest among all large 
North American companies. Reason P—A decision by 
the management in 1927 that the Company’s great op- 
portunity for usefulness to the insuring public—and 
for the advancement of those associated with Home 
Life—lay in becoming a QUALITY rather than a 
QUANTITY organization. Following this decision 
came Home Life’s development of Planned Estates 
Service and its specialization on the Preferred risk. 
Because Home Life has adhered to this policy through 
the cooperation of carefully-chosen, thoroughly- 
trained representatives, the size of its average policy 
has climbed steadily to reach 1940’s record high of 
$6,170. Naturally enough, this concentrated effort to become a Quality organization has made it 
possible for the career-building modern life underwriter to find in Home Life’s objectives and 
resulting high average policy a splendid means of coping with today’s conditions. To these men 
who have so faithfully cooperated with the Company’s plans, our sincerest congratulations! 
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ETHELBERT IDE LOW, Chairman of the Board JAMES A. FULTON, President 


WILLIAM P. WORTHINGTON, Vice Pres. and Supt. of Agencies 














Page 8 








July 4, 1941 











James H. Brennan President 
Of Chicago Managers’ Ass’n 


Blank & Stoller. 
JAMES H. BRENNAN 


James H. Brennan, general agent, Fi- 
delity Mutual Life, has been elected 
president of the general agents’ and 
division of the Chicago As- 
sociation of Life Underwriters. He suc- 
ceeds John Moynahan, CLU, manager 
Metropolitan Life in Chicago, Announce- 
ment of the election was made at the 
general agents’ annual golf tournament 
on June 26. At the dinner Philip B. 
Hobbs, agency manager for the Equi- 
table Society in Chicago, was endorsed 
for trustee of the National Association 
of Life Underwriters. ; 

Mr. Brennan’s entry into the insur- 
ance business was with the Fidelity Mu- 
tual. He belongs to an unusually large 
number of social and welfare organiza- 
tions and was chairman of the golden 
jubilee committee of the National Asso- 
ciation of Life Underwriters in 1938. 


managers’ 





Etna Convention 
(Continued from Page 1) 


to a close which was early in 1929. The 
site consisted of an acre for which more 
than $11,000,000 was paid. The building 
is fifty-four stories tall and cost $16,- 
500,000 to put up. In brief, an invest- 
ment of more than $27,000,000. The build- 
ing was completed in 1931, when few 
people wanted office space and values 
had sunk to a pretty far low. As a 
result, there was a foreclosure and bond- 
holders got the building. It began to be 
operated by a management concern, but 
was successfully operated. Some years 
went by and the situation showed a 
marked contrast with 1933, and by the 
summer of 1940 approximately 85% of 
the structure was occupied, 

The Aetna Affiliated Companies are 
tenants of this building and the mort- 
gage loan department made a survey 
which disclosed that after deducting op- 
erating expenses and taxes there was a 
profit for the building of something like 
$800,000 a year. The company inter- 
viewed the owners of the building and 
the management corporation and proved 
it would be to the advantage of the Lin- 
coln Building financing that the Aetna 
furnish a mortgage loan of $6,000,000 at 
34% interest. This was done. On any 
higher rate than 3%4% this would not 
have been advantageous financing for 
the bondholders. 

Mr. Westbrook then discussed another 
type of property which came to the com- 
pany as a result of a $200,000 foreclosure. 
This is a Texas ranch of 275,000 acres 
where to drive from one end of the 
ranch to the other means traveling 
twenty-five miles. On the ranch are 
Since the ranch 


5,000 head of cattle. 





Los Angeles Association 


Elects Charles E. Cleeton 
Charles E. Cleeton, CLU, Occidental 
general agent, has been elected presi- 
dent of the Life Underwriters Associa- 
tion of Los Angeles. Other administra- 
tive officers are: vice-president, Alfred 
C. Duckett, CLU, Northwestern Mutual; 
secretary-treasurer, R. A. Tennant, man- 
ager Metropolitan. Directors for two 
years are the following: Henry E. Bel- 
den, CLU, associate general agent, Union 
Central Life; Worth Hillman, Provident 
Mutual; George H, Page, general agent, 
California-Western States Life, and pres- 
ident of the California State Association 
of Life Underwriters; Fred W. Pierce, 
CLU, Connecticut General. Hold-over 


directors are: Leon A. Soper, general 
agent, Phoenix Mutual; Leonard Scott, 
superintendent, Prudential ; Walter J. 


Stoessel, general agent, National Life of 
Vermont, and president of the Life Man- 
agers Association; and Rockwood C. 
Nelson, State Mutual Life. 





was foreclosed the Aetna has received 
offers considerably in excess of the face 
of the mortgage. 

In discussing the farm situation, Mr. 
Westbrook said that fifteen years ago 
the Aetna Life found itself in posses- 
sion of approximately 4,700 farms, and 
they were located all the way from 
Eastern Ohio to central Nebraska, and 
from the Canadian line to the Gulf of 
Mexico. “We did not want those farms,” 
he said. “I am glad to inform you that 
we have sold all but 1,475 of them; so 
that problem is well on its way to per- 
manent solution. We are doing our best 
to return these remaining farms to the 
people who by inheritance and profes- 
sional agricultural training are qualified 
to run them. Every dollar we originally 
invested in the farms we have sold has 
been recovered and the strength of the 
company has enabled us to write off 
any loss or expense over income in the 
fifteen years to which I have referred.” 

Convention Stresses Prospecting 

General theme of the Aetna region- 
naire convention was prospecting. Vice- 
president S. T. Whatley, in charge of 
the convention, said that prospecting was 
the principal problem confronting insur- 
ance agents in America today and all 
of the talks except that of Vice-Presi- 
dent Westbrook and Actuary Ralph Kef- 
fer had to do with methods of finding 
people who will buy life insurance. One 
feature of the meetings was a sympo- 
sium on practical prospects participated 
in by H. Cochran Fisher, Washington; 
Paul J. Dukes, Philadelphia; George H. 
Rappaport, Springfield; Henry J. Roes- 
ser, Baltimore; Lambert O. Pursell, 
Reading, and F. Richard Russell, Jack- 
sonville. 

R. B. Coolidge, superintendent of 
agencies, in his talk on prospecting asked 
the question whether prospecting is dif- 
ficult to do today or whether it is easier 
not to do it. In his opinion the dif- 
ficulty grows largely out of inertia and 
lethargy because of a defeatist attitude 
on the part of those who are poor 
prospectors. He further stated that he 
did not think there had been any marked 
change in the insurance buying market, 
as he felt that the great middle group 
from which most agents recruit their 
prospects will continue to be the main 
source of insurance sales. 

Greatest Problem cf Half the Agents 

of U. S.A 

Alfred H. Hiatt, Jr. superintendent 
of agencies, said that all the well known 
surveys in life insurance demonstrated 
that prospecting constitutes from 75 
to 90% of the agent’s job and that it 
is greatest problem of half of the in- 
surance agents of the United States. 
He said the four general sources of 
prospecting are persons the agents know, 
persons known to the persons the agents 
know, alertness in personal observation 
and cold canvass. Most important pros- 
pects are the persons the agents know 
and acquaintances and friends of those 
persons. 


J. Fred Speer Takes 
Agency Post in Brooklyn 





J. “BRED SPEER 


New appointment in New York City 
is that of J. Fred Speer as assistant 
agency manager in the M. Warren Ben- 
= agency, Equitable Society in Brook- 
yn. 

Mr. Speer, until recently with the 
William J. Dunsmore agency, has been 
in life insurance for fifteen years, all of 
which were with the Equitable, where he 
has been one of the company’s consistent 
producers and club members. He was 
president last year of the New York 
City Chapter CLU as well as chairman 
of the Constitution and By-Laws Com- 
mittee of the Life Underwriters Asso- 
ciation of the City of New York. He 
is also a member of the board of direc- 
tors of that association, and is prom'- 
nent in life insurance circles throughout 
the city. 

Mr. Speer is a graduate of the Whar- 
ton School of Commerce. 





LUNCHEON FOR DEMUCCHIO 


Michael J. DeMucchio, supervisor in 
the John Ramsay Agency, Connecticut 
Mutual, Newark, N. J., was given a 
luncheon just before he left recently 
for U. S. Army service. Mr. DeMucchio, 
who has done a good job with the 
agency, is in his fifth year in life insur- 
ance. He started with Penn Mutual in 
February, 1936, led the entire field force 
that year for first year appointees. His 
paid-for was $272,000 on 111 lives in 
eleven months’ time. A Rutgers gradu- 
ate, he is a Phi Beta Kappa member. 

At the luncheon General Agent Ram- 
say said he was sorry to lose Mr. De- 
Mucchio to the army. He had just com- 
pleted the training course for supervisors 
at the company’s school and was the ton 
ranking student. His associates presented 
him with a wrist watch at the luncheon. 





Nicholas M. DeNezzo, field supervisor, 
home office, gave intimate stories illus- 
trating technique in obtaining prospects 
from an agent’s business associates, rela- 
tives and neighbors and social aquaint- 
ances. Among other things he illus- 
trated endless chain prospecting. 


Need for Larger Number of Policies 


Eugene M. Reed, agency assistant, 
told of the need of agents writing a 
larger number of policies than they 
formerly did. He said majority of busi- 
ness insurance policies being written 
today are of small denomination, average 
being eight thousand dollars. He said 
that a recent survey of National Asso- 
ciation of Credit Men showed that out 
of 22,000 firms surveyed only one of 
four had any type of business insurance. 
He discussed the growth of salary sav- 
ings and gave reasons why it fits cur- 
rent economic situations and told of the 





Southwestern Life’s 
Retirement-Annuity Plan 


COMPANY SOLE CONTRIBUTOR 
Begins at 60 for 20-Year Agents; No 
Minimum; May Supplement 
With Annuity 





The Southwestern Life has inaugurat- 
ed an agents’ retirement plan and elect- 
ive annuity, effective July 1, it was an- 
nounced by President C. F, O’Donnell 
at the thirty-seventh agency convention 
recently. 

The agents’ retirement plan applies to 
all agents sixty years of age who have 
completed twenty years of service; there 
are no minimum requirements as to 
yearly production or amount in force and 
the retirement benefits are provided with- 
out cost to the agents. 

The benefits shall be equal to an an- 
nual annuity of 60 cents for each $1,000 
of insurance in force for ten or more 
years. The annuities under retirement 
are payable in equal monthly instalments 
during the life of the agent. If the lat- 
ter wishes, however, he may choose to 
receive smaller benefits and have the 
pension continued to his wife as long as 
she shall live. 


May Also Receive Commissions 


Another liberal provision is that an 
agent receiving retirement benefits is not 
deprived of either first year or service 
commissions due him, though he may 
elect in writing to receive an annuity 
based on insurance in force less than 
ten years, in lieu of all service com- 
missions. 

The retirement plan would be auto- 
matically voided if any Federal or state 
law should subject the company to a 
tax or similar payments under an old 
age or social security plan for its agents, 
or if the courts should decide the com- 
pany is so liable under existing statutes. 


Supplementary Annuity 

The elective annuity contract enables 
the agent to supplement his retirement 
income through contributions of his own, 
It provides that any agent who has been 
with the company a year or more may 
deposit with the company in any calendar 
year an amount not to exceed 4% of the 
total commissions paid him during the 
preceding calendar year. Each deposit 
will earn interest at the rate of 34% 
and the deposits accumulate until the 
date they are used to purchase a life 
annuity for the agent, but not later than 
the date he becomes eligible for retire- 
ment benefits under that section. 

The annuity benefits are based on the 
age of the annuitant at nearest birthday 
to his retirement date, sex of the annu- 
itant and the specified guaranteed period 
of payments selected. There is also pro- 
vision for continuance of the annuity to 
the agent’s spouse, or to the agent and 
his or her spouse jointly as long as he 
or she shall live, and then to the sur- 
vivor, or estate. 


Death Benefit 


A death benefit is also provided equal 
to the deposits plus interest, if the 
agent should die before receiving the 
first payment, or equal to the balance 
plus interest if he dies before all pay- 
ments within the guaranteed period have 
been made. 

The plan contains four settlement op- 
tions: (1) to have the whole or part of 
the sum payable used to provide monthly 
payments for a specified period of years, 
not over fifty; (2) to provide monthly 
payments for a specified period and so 
long thereafter as payee lives; (3) to 
provide specified amounts until the pro- 
ceeds plus interest is paid; or (4) to pro- 
vide joint and survivor payments. 





growing popularity of employe relations 
plans. 

Ralph Keffer, actuary, discussed life 
insurance costs after making a review 
of the economic situation. He said 
greatest asset in life insurance is the 
sense of security which the policyholder 
feels in his coverage. 
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Home Life Names Co- 
Managers in Cleveland 


A. B. COLLA AND L, E. GUTHRIE 


Mr. Guthrie Has Been President Club 
Leader; Colla Earned 
CLU Degree 








Appointment has been annnounced of 
the Home Life’s two new co-managers 
for the company’s Cleveland office. The 
men are L. E. Guthrie and Anthony B. 
Colla. 

Mr. Guthrie, a graduate of the Uni- 
versity of Illinois, entered life insur- 





L. E. GUTHRIE 


ance as a branch office cashier. Since 
coming with the Home Life, he has been 
a consecutive member of the President’s 
Club for the past two periods, and, in 
May, was the company’s second ranking 
producer. 

Mr. Colla entered insurance in the 
home office actuarial department of a 





te; 


COLLA 


large midwestern company. Since be- 
ing with the Home Life he has passed 
his CLU examinations and earned his 
degree last year. While qualifying for 
the degree, Mr. Colla served not only 
as office manager in the office to which 
he was assigned in the field, but also 
was able to assist the general agent in 
recruiting, training and supervisory ac- 
tivities. 





MISS LOUNSBURY GRADUATES 


Miss Ann Lounsbury, daughter ot 
Ralph R. Lounsbury, president, Bankers 
National Life of Montclair, N. J., and 
Mrs. Lounsbury, was graduated from 
Smith College last week. She was 
awarded bachelor of arts degree, cum 
laude, at the commencement exercises. 
Miss Lounsbury’s engagement to John 
D. Brundage of East Orange, N. J. was 
recently announced, 


Carl Spero Elected CLU 
President, N. Y. Chapter 


CARL SPERO 


Carl Spero was elected president of 
the New York Chapter CLU at the an- 
nual meeting June 26. Supporting Mr. 
Spero during the coming years will be 
the following officers: executive vice- 
president, Robert Redpath, Northwest- 
ern Mutual; educational vice-president, 
Benjamin Salinger, Einstein - Salinger 
agency, Mutual Benefit; compendium 
vice-president, Edwin J. Allen, assistant 
general agent, John Hancock; secretary, 
George Shoemaker, Provident Mutual 
general agent; treasurer, Carl Keller- 
man, home office, New York Life. 

Members of the executive committee 
are: J. Fred Speer, past president, super- 
visor, Equitable Society; Sara Lewinson, 
Massachusetts Mutual; John H. Brady, 
Home Life; Murray Rudberg, home of- 
fice, Metropolitan; and Thomas Stanion, 
eee supervisor, New England Mu- 
tual. 





RAMSAY AGENCY 14% AHEAD 

The John Ramsay Agency, Connecticut 
Mutual in Newark, is 14% ahead in new 
paid-for volume up to mid-June this 
year. 


EQUITABLE, IOWA, PROMOTIONS 
Announcement has been made through 
President F. W. Hubbell, Equitable of 
Iowa, of the following two promotions: 
John M. McGill, secretary of the finance 
committee, to superintendent of city 
loans; and Carl M. Adams, counsel, to 
superintendent of farm loans. 








BEST’S VISUAL CHART 
The second annual edition of Best’s 
Visual Life Chart for 1941 is now avail- 
able through its publishers, the A. M. 
Best Co., 75 Fulton Street, New York 
City. This unusual work is designed 
with the idea that a story is better and 
more quickly told if in pictures. The 
book tells the financial story of 177 
recommended life companies, represent- 
ing 95% of all life insurance business and 
assets. The facts are brought out in 
charts as well as figures. In limp leather, 

the book costs $3 for single copies. 





Equitable Life of Iowa 
Clubs Meet at Banff 


RAY E. FULLER IS IN CHARGE 





F. W. Hubbell Among Speakers on 
Four-Day Session; Largest 


Attendance Expected 





“Today’s Responsibilities and Tomor- 
row’s Opportunities” will be the theme of 
the thirty-third annual convention of the 
production clubs of the Equitable of Iowa 
at Banff, Canada, July 8-11. This year’s 
gathering is expected to be the largest in 
the history of the company, more than 
450 agents, general agents home office 
men and guests to be in attendance. 

July 8 and 9 will be devoted to joint 
sessions of the Agency and Presidents’ 
clubs, which are agents’ clubs, together 
with the Organization Club, composed of 
general agents. The President’s and Or- 
ganization Clubs will extend their sessions 
through July 11. 

Among those scheduled to speak are: 
Ray E. Fuller, superintendent of agencies, 
who will preside; President F. W. Hub- 
bell, and H. W. Stanley, general agent 
at Wichita, dean of the general agents 

Officers of the Presidents’ Club th.s 
vear are: President, W. B. Streif, CLU, 
Des Moines; vice-president, Glenn H. 
Simons, Seattle; secretary, R. O. Clay- 
poole, Philadelphia. 

Ben Bloch. Peoria, is president of the 
Agency Club. Vice-president is J. M. 
Howell, Denver; secretary, R. A. Elder, 
Williamsport. 

The 1941 Organization Club’s officers 
are: C. M. Vaughan, St. Louis, president; 
E. J. Phelps, vice-president and manager 
of Hoey, Ellison & Frost, New York, 
vice-president. 

The general convention banquet will be 
on the evening of July 8, and the tradi- 
tional president’s banquet on July 10. 





Arthur P. Carroll Named 
In Equitable Transfer 


Arthur P. Carroll has been transferred 
by the Equitable Society to the agency 
department as superintendent of Assured 
Home Ownership. Mr. Carroll will also 
take charge of home office program re- 
lating to the College Training Class. 

Besides Mr, Carroll’s appointment, 
three new managers have been named 








ARTHUR P. CARROLL 











for the Assured Home Ownership de- 
partment: George J. Hamory, for the 
New York metropolitan area; Ferris A. 
King, for the Philadelphia area, and 
Arthur C. Cody, for the Chicago metro- 
politan area. 








LIFE INSURANCE RENEWALS 


Purchased on Liberal basis 


Agents Trading Corporation 
271 Madison Ave., New York 


AShland 4-3063 











ACCIDENT 
INSURANCE 
in its 
ASCENDENCY 


With accident insurance in its 
ascendency the smart Life insur- 
ance agent of today is rounding 
out his income by the sale of 
the popular income protection 
forms. The reason is obvious: 
Greater receptiveness on the 
part of the public to Income 
Protection makes easier sales 
and a quicker approach to the 
prospect’s life insurance prob- 
lems. 


Recognizing this unmistakable 
trend the PREFERRED ACCI- 
DENT is now offering agents 
its new and modern 55th Anni- 
versary Policy containing many 
liberal features at reasonable 
premium cost. Recommend it to 
your best prospects and clients 
with the assurance that PRE- 
FERRED’s fifty-fve years of 
Disability insurance experience 
will back you up. This is one 
of many accident policies issued 
by this company. 


The PREFERRED welcomes 
this opportunity of helping 
wide-awake producers who are 
not afraid to talk accident insur- 
ance in their interviews. Having 
specialized in quality policies 
for the preferred class of risk 
for more than half a century we 
know you will find our line one 
of the easiest and most pleasant 
to sell. 


Why not get complete details 
today on our 55th Anniversary 
Policy and other contracts. The 
information will be speedily 
furnished upon request. 


You may as well capitalize 
on Accident business as you 
go along for if you don't 
someone else will beat you 
to it. 


The 


PREFERRED 
ACCIDENT 


Insurance Company of New York 
80 Maiden Lane New York, N. Y. 


EDWIN B. ACKERMAN 
President 
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R. M. Giffen Named 
Wheeling Gen’! Agent 


SUCCEEDS C. W. REED, RESIGNED 


Many Years Field and Supervisory Ac- 
tivity; Came With Mutual Benefit 
in January 


The appointment of Robert M. Giffen 
as general agent in West Virginia for 
the Mutual Benefit has been announced 
by H. G. Kenagy, superintendent of 


agencies. Mr. Giffen succeeds Carroll 





ROBERT M. GIFFEN 


W. Reed who has tendered his resig- 
nation. , 

Mr. Giffen entered life insurance in 
1928 as a salesman for the. Equitable 
Society in Wheeling, became assistant 
manager in Columbus, district manager 
in Canton, then held the same post in 
Steubenville until he joined the Mutual 
Benefit in January of this year, 

He has been active in civic and com- 
munity affairs, is a director of the Union 
Savings & Trust Co., director of the 
Kiwanis Club of Steubenville, co-chair- 
man of the Steubenville Community 
Chest, and a past-president of the Steu- 
benville Life Underwriters Association. 
He is also a deacon of his church, and 
a member of the Williams Country Club, 
Wierton, W. Va. 

The general agency will continue for 
the present to be located in the National 
Bank Building, Wheeling. 





LIFE-TRUST COUNCIL FORMED 
In a move for closer relations in Los 
Angeles between life companies and trust 
departments of banks, representatives of 
the two institutions have formed the 
Life Underwriters & Trust Council of 
Los Angeles. The officers of the new 
organization are: president, Millar W. 
Hickox, CLU; vice-president, L. N. 
Woodward, Bank of America N. T. & S. 


Association; secretary-treasurer, Wey- 
mouth L. Murrell, Mutual Benefit; as- 
sistant secretary-treasurer, Barry B. 
Stephens, Massachusetts Mutual. 

The membership, of which there are 
now fifteen life men and fifteen trust 
officials, the life men are: Blair Culler, 
CLU, Equitable of Iowa; Henry Belden, 


CLU, Union Central; Morris Sichel, 
Massachusetts Mutual ; John R. Mage, 

CLU, Northwestern Mutual; A. C. Duck- 
ett, CLU, Northwestern Mutual; Martin 


I. Scott, CLU, Equitable Society ; Marvin 
Sherman, CLU, Equitable Society; Har- 
oid S. Parsons, Travelers; Howard Neal, 
CLU, Galster-Neal & White; Charles 
E. Cleeton, CLU, Occidental; Albert G. 
Ruben, independent; F. W. Peirce, CLU, 
Connecticut General; and Mr. Hickox, 
Mr. Murrell and Mr. Stephens. 


Three More Speakers 
For NALU Convention 


BLACKWOOD, BRAY, HUNNICUT 





Convention Theme: “American Life In- 
surance—An Investment in 


Freedom” 





The keynote of the fifty-second annual 
convention of the National Association 
of Life Underwriters, when it meets in 
Cincinnati September 15-19, will be 
“American Life Insurance—An Invest- 
ment in Freedom.” 

This announcement by Theodore M. 
Riehle, Equitable Society, New York, 
past president and chairman of the as- 
sociation’s convention program, followed 
the release of additional names of speak- 
ers for the convention. The speakers are 
E. R. Blackwood, Metropolitan manager 
at Indianapolis, writer on mathematics 
and contract bridge authority; Francis 
G. Bray, Houston general agent for New 
England Mutual and vice-president of 
the Texas State Association; and C. C. 
Hunnicut, district manager at Knoxville 
for the National Life & Accident, an 
active association worker, and a large 
personal producer. 

These names bring to six the list of 
speakers so far scheduled to appear on 
the program. The others are Lewis W. 
Douglas, president, Mutual Life of New 
York; Thomas I. Parkinson, president, 
Equitable Society, and James E. Ruther- 
ford, Penn Mutual, Seattle. 

The three men just announced are 
acquainted with the problems of the av- 
erage salesman, said Mr. Riehle, and 
each of the talks will be designed to 
deal with problems of agents in the 
medium production class. 

All speakers will develop the theme 
of life insurance as an investment in 
freedom, and its application to today’s 
problems. Commenting on the theme, 
Mr, Riehle said: 

“In his 1941 message to Congress on 
the state of the nation, the President 
pictured a world founded upon four es- 
sential human freedoms. The first was 
freedom of speech and expression; the 
second, freedom of every person to wor- 
ship God in his own way; the third, 
freedom from want, and the fourth, free- 
dom from fear. 

“We in the life insurance business deal 
chiefly with the last two. We do not, 
however, deal with them through eco- 
nomic understandings between nations, 
through reduction of armaments, or 
through suppression of aggression. ‘Life 
insurance, through the inflexible opera- 
tion of scientific principles and by means 
of a nation-wide cooperation of our peo- 
ple, attains, more than any other single 
instrument at work in this country, two 
fundamental human freedoms—freedom 
from want and freedom from fear.” 

July 15 is the closing date for new 
applicants for the 1941-42 Million Dol- 
lar Round Table of the National Asso- 
ciation of Life Underwriters, it is an- 
nounced by H. Kennedy Nickell, Con- 
necticut General, Chicago, chairman of 
the organization. For members who 
have previously qualified, the closing 
date is July 10. 

A new or old member may qualify 
with business paid for in the period be- 
tween July 1, 1940, and June 30, 1941. 
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Great Lakes Trip For 
Bankers Nat’! Leaders 


ABOUT 100 IN THE PARTY 














Qualifying Agents Leave New York July 
14; Meetings Aboard Steamer; Wel- 
come by President Lounsbury 





The Presidents’ club and Master Pro- 
ducers club of Bankers National Life of 
Montclair, N. J. will hold their annual 
convention July 15 to 22 on the Great 
Lakes aboard the S. S. Seeandbee. Close 
to fifty agents have qualified for this 
cruise and the entire party including 
wives, friends and home office represen- 
tatives will be about 100. Before leaving 
New York City on July 14 a “bon voyage” 
party will be staged and the following 
evening at Buffalo the cruise will begin. 
Delegates are promised “seven glorious 
days aboard a luxury liner with a com- 
plete social program to enliven every 
minute of the trip.” 

Convention sessions will be held dur- 
ing the cruise, welcoming address being 
made by President Ralph R. Lounsbury 
of Bankers National. Vice-President and 
Agency Superintendent William J. Sieger 
will follow with a talk developing the 
theme of the meeting—Social Security. 
It is expected that several new policy 
plans will be announced. Other home 
office men taking the cruise are H. Car- 
lyle Freeman and Richard J. O’Brien, 
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agency supervisors who are assistants to 
Vice-President Sieger. 

Irving Victoroff of Jersey City, N. J., 
who is getting back on his feet after a 
hospital siege, is chairman of the Presi- 
dents’ club and will preside at its ses- 
sions. Vice-chairman is Harry J. Baker 
of Boston who will also take an active 
part in the program. 

Newly elected president of the Master 
Producers club is Umberto Pastore of 
Scranton who will be formally intro- 
duced in this capacity. New vice-presi- 
dent of this club will be Lou Altman 
of Trenton. Both receive their new 
of Trenton. Both have received their new 
rankings in this club as a result of a 
steady increase in new premiums pro- 
duced in the club year which closed 
June 30, 





New Hampshire Agents 
Have One-Day Congress 


At a one-day sales congress last week 
of the New Hampshire Association of 
Life Underwriters, guest speaker was 
Governor Robert O. Blood, Presiding 
was president of the association, Hugo 
J. Lindahl, Manchester. The new presi- 
dent, W. F. Grant, assumed office on 
July 1. 

Speakers during the all-day sessions 
included Paul Troth, Home Life publicity 
supervisor; Wilbur W. Hartshorn, Met- 
ropolitan at Hartford, and new presi- 
dent of the Connecticut State Associa- 
tion; Arthur H. Dalzell, manager of field 
training, John Hancock; Roderick Pirnie, 


Massachusetts Mutual, and Roger B. 
Hull, counsel for the National Associ- 
ation. 





KEFFER AGENCY OUTING 
The R. H. Keffer agency of the Aetna 
Life of 151 William Street, New York 
City, will hold its annual Big Ten Alumni 
outing this year July 30 at Lido Country 
Club, L. I. Guest of honor will be 
Morgan B. Brainard, president of the 
Aetna Life. Various sport activities will 

feature the event. 
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Mutual Leaders in Panel Discussion 
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The above production leaders of the Connecticut Mutual Life conducted a panel discussion at the national conference of the company at Quebec, June 24-26. Assist- 
ant Vice-president George F. B. Smith was chairman of the discussion. : 
Left to right: Russell C. Whitney, Hill agency, Chicago, company leader in volume; Jerome M. Barker, St. Louis, and Nelson C. Taintor, Hartford, both mem- 
bers of the Quarter Million Dollar Corps; Fred Brand, Jr., Pittsburgh, member of the Half Million Dollar Corps; Ferdinand A. Zulandt, Prouty agency, Los Angeles, 


member of the Quarter Million Dollar Corps and | 


d 





of conservation on the West Coast; Lester S. Lamb, Carrigan agency, Philadelphia, member of the Quarter 


Million Dollar Corps and leader in conservation in business; Chairman Smith; Joseph R. Killough, Albany; Walter W. Peterson, Pittsburgh; Howard C. Shaw, 
Springfield; Isadore Dretzin, Goldstein Agency, New York; and Herbert E. Stein, Davenport—all members of the Quarter Million Dollar Corps. 





C. H. Kederich, Dies; 
Long with N. Y. Life 


WAS SUPERVISOR OF AGENCIES 


One of Five Brothers, All New York 
Life Supervisors; Retired 


Since 1937 





H. Kederich, former super- 
agencies of the New York 
Life, and one of the five well-known 
Kederich brothers all prominent in that 
company, died last Monday at the age 
4 


Charles 
visor of 














CHARLES 


H,. KEDERICH 


of 57. Mr. Kederich had been in poor 
health for some time. 

Charles Kederich started with the New 
York 1901 as a clerk, 
a cashier, then agency organizer in the 
di- 
rector and later manager of the Grand 
Street Office. 

One of his greatest organizing jobs 


Life in became 


Union Square branch, then agency 


was done in that office. 

At the time of his retirement in 1937 
he was Supervisor of Agencies. 
Surviving are his wife, Mrs. Marvy 
Groll Kederich; a son, Charles H. Ked- 
erich, Jr., of Tarrytown; two sisters, 
Mrs. Christine K. Emmens and Mrs. 
Helen Berkey, wife of Dr. Howard F. 
Berkey, all of Philipse Manor; and three 
brothers, Lawrence C. and George A. 
Kederich, both of Brooklyn, and Harry 
C. B. Kederich of Tarrytown. 





Future Depends on 
Type of Leadership 


J, A. STEVENSON TELLS ALUMNI 





Mutual President Addresses 

American Alumni Council at 
Atlantic City 

The future of democratic government, 
free enterprise, and education in this 
country, depends on the type of leader- 
ship which is available to direct these 
activities. said John A. Stevenson, presi- 
dent Penn Mutual Life, speaking before 
the annual conference of the American 
Alumni Council at Atlantic City last 
week. 

He spoke of seminars he had attended 
at Princeton where the topics discussed 
were “What the College Can Expect of 
Business” and “What Business Can Ex- 
pect of the College.” And he also 
nointed to the “Panel Plan” instituted 
by the president of the Brown Alumni 
\ssociation which provided the mechan- 
ics of a man-to-man exchange between 
students who are exploring various 
career fields and men experienced in 
those fields, the idea being to spend a 
certain time each week for four months 
in personal interviews with seniors about 
their future careers. 

Facing Problems of Today 

Mr. Stevenson continued: “I am urg- 
ing vou to ask one question in regard 
to the work of the alumni association 
of your particular college; namely, are 
the members of the alumni association 
putting their experiences at the disposal 
of the college in helping to develop ave- 
nues for supplying the tyne of leaders 
we want in business, professional, and 
governmental fields? If I may speak 
as a former member of a university 
faculty, I would like to say that my 
experience would not indicate an over- 
powering interest on the part of the 
alumni in the college curriculum or at 
least that interest was not often volun- 
tarily expressed. On the other hand, 
if I may speak as a trustee of one col- 
lege and the trustee of a university, I 
would like to say that I feel any college 
would welcome whatever contribution the 
members of the alumni association could 
make in enabling them to adapt the 
prorram of the college to meeting the 
problems which we face. Every college 
certainly needs the contributions of its 
alumni in the form of active interests 
as definitely as it needs their financial 
contributions, and there isn’t any ques- 
tion that financial contributions will be 
more generous if they represent an ex- 
tension of personal interest rather than 
merely a feeling of a duty that must be 
fulfilled. The interest of practically all 
eollege graduates must be aroused in 


Penn 





“hat part the college can play in the 
emergency. 


national Freedom in our 


Jones Northwestern Mutual 
Assistant Agencies Director 





LAFLIN C. JONES 


Laflin C, Jones, well-known as agency 
assistant of the Northwestern Mutual, 
has been appointed assistant director of 
agencies, and will work in close associa- 
tion with Director of Agencies Grant 
L. Hill. 

He will continue his present educa- 
tional work as well as his position as 
Field Notes editor. 

Mr. Jones became associated with the 
Northwestern Mutual in 1929 in the 
agency department. Quickly indicating 
his abilities along educational lines, he 
was placed in that department where he 
has had a major share in writing the 
company’s educational courses. Since 
1938 he has been in charge of that pro- 
gram and has supervised the agency de- 
partment sales research library. 


OUTING OF WOLFSON AGENCY 

S. Samuel Wolfson, Berkshire gen- 
eral agent, New York City, was host 
last Thursday when the entire agency 
staff and office personnel had an all-day 
outing at Indian Point. There were the 
usual games for which prizes were 
awarded. At the dinner in the evening 
aboard the S.S, Alexander Hamilton, Mr. 
Wolfson was presented with a gold “51” 
Parker pen by Nat S. Barrows, an 
associate for many years. 








country is not going to be preserved by 
people ‘who shut their eyes to the fact 
that we live in a changing world and 
who offer outworn formulas of bygone 
vears as the solution to today’s onrush- 
ing problems.” 


Minnesota Mutual Goes 
On 3% Reserve Basis 


NEW CONVERSION OPTION PLAN 





Policyholder Given Privilege of Con- 
verting to Any Other Form 
Within Five Years 





On July 1, the Minnesota Mutual Life 
went on a 3% reserve basis on all new 
business ag well as on settlement options 
and put into effect other important 
changes in policies and sales equipment. 

One feature of the revised setup is 
a five point conversion option plan which 
is expected to have a popular appeal. 
It permits the policyholder to take out 
any two types of policy he chooses and 
by paying into a separate premium de- 
posit fund the difference in premium 
have the privilege of converting his 
policy to any other form up to within 
five years of maturity without another 
medical examination and with the funds 
for the purpose. Until the policyholder 
makes the conversion the additional sums 
he has accumulated for the conversion 
privilege will be added to the cash value 
or the death benefits of his policy. 

The family policy, which has been a 
good seller, has been revised and liber- 
alized. It now provides for a waiver of 
premium on the life of the father and 
also for increasing the amount of insur- 
ance on the father. Newcomers in the 


family may be included in the same 
policy. 

Can Vary Income 
Another innovation, which Agency 


Vice-President Harold J. Cummings be- 
lieves is original with the Minnesota 
Mutual, is a policy endorsement which 
provides for varying the income of the 
assured as his social security income 
varies. This ties in with insurance sold 
on an income basis. Sales material has 
been worked out by which the agent can 
explain clearly to the assured how the 
income of his widow and children, includ- 
ing social security, can be maintained 
at a fixed amount monthly even though 
the sociai security income may change. 

In putting these changes into effect, 
the Minnesota Mutual has remade all 
sales manuals, rate books and _ policy 
briefs. Material is now being sent to 
agents for a three months’ production 
drive on the new forms. 

In commenting on the change to the 
3% basis, Vice-President Cummings 
said: “The result is that the new pre- 
miumis less the new dividend schedule 
will make the net cost about the same 
as now but the 3% reserves with the 
higher cash values have the effect of a 
dividend increase, when ‘net costs’ are 
figured including cash values. There 
will be a 75 cents to $1 a thousand im- 
provement in net cost (cash values con- 
sidered) on life plans.” 
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State Mutual Life’s General Convention 











Top: Congressman Dave E. Satterfield, Jr.. Mrs. Satterfield and President Chandler 
Bullock admiringly observe a giant aircraft carrier of the United States Navy 
maneuvering off shore at Virginia Beach. 

Below: Mrs. Dave E. Satterfield, Mrs. William N. Hesse, Congressman Dave E. 
Satterfield, Jr., Mrs. Ben Cottrell and Mrs. Amy E. S. Hadley 


President Bullock 
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the very impersonal coverage and lack 
of contact in Group insurance will sat- 
isfy them. Also they fear that—come a 
depression — private pension plans of 
many business concerns will weaken or 
be cut out, but they know the seasoned 
life companies can meet all obligations 
—come what may. Also there is more 
sense of thrift today, I believe, than 
Mr, Average Citizen had in the first 
World War era and its aftermath. He 
knows by experience there can be and 
will be a slump sometime in the future 
for which he must prepare. 

“Yes, there will be some terminations 
of policies written upon such risks when 
the slump seeps in again. But where is 
the evidence that the ratio of termina- 
tions was much different in the smaller 
than the larger risks in the depression 
of the 1930’s? And certainly the mor- 
tality on the larger risks was then much 
the heavier. 


Democratization of Wealth 


“However, above all we must bear cer- 
tain facts in mind. Underlying this per- 
haps temporary era of almost fabulous 
wages there is a trend that is more per- 
manent—it is this: It is the steady demo- 
cratization of wealth. It is happening 
in the democracy of Great Britain, it is 
happening here, and do not think it is 
not, And, mind you, it began before 
this World War; it began before the 
present administration took it up. It 
was in the cards. Even in the very 
lowest scales ‘minimum wage’ laws and 
rates are increasing constantly—in de- 
pressions and out of them. 

There is a redistribution of wealth 
slowly but surely going on, further has- 





tened by the lifting taxes and by the 
increasing voting power and influence 
of labor generally and of the average 
man and woman who is an employe in 
industry, merchandising or in the in- 
creasing Federal, state and municipal 
bureaus and departments. They sense 
and know their power and are using it, 
will use it. It is but natural for a hu- 
man being with a soul and a vote to 
fight up. This democratization of wealth 
will not hurt our business but will bene- 
fit it, It should spread it.” 





Use of Diagrams Told By 
A. A. Brandt, Minneapolis 


Andrew A. Brandt, Minneapolis, in 
his talk before the State Mutual Life 
convention at Virginia Beach, discussed 
the use of diagrams in approach and 
presentation. He said in part: 

“T try to illustrate with diagrams all 
the basic facts of my talk. If a point 
is not clear, I stick with it until it is 
straightened out. I can return to any 
part of the sales talk without getting 
out of the regular channel or getting 
lost on side issues. For example, when 
I speak of food, clothes, and rent, I 
point back to the diagram for it is a 
quick and certain way to re-emphasize 
previous statements. The points to which 
the prospect has shown greatest inter- 
est, I use to help me in closing. 

“A diagram drawn in the presence of 
the prospect, drawn with ease and drawn 
to illustrate a specific point requires a 
great deal of study and practice. This 
brings confidence which in itself carries 
authority. The reason for this is that 
you cannot plan the diagram and use 
it until it has satisfied your own mind.” 

Mr. Brandt displayed several of the 
diagrams he uses in his sales talks. 





Counsel Ring Tells of Legal Aids 


Irving T. F. Ring, general counsel of 
the State Mutual, in addressing the Vir- 
ginia Beach convention last week dis- 
cussed in detail the estate analysis form 
which the company developed, also its 
business trust agreements and the family 
security option, all of which are original 
and unusual. 

“Probably one of the most inconspicu- 
ous services rendered by the law depart- 
ment,” he said, “is the service to policy- 
holders of maturing endowments policies 
through the pamphlet entitled, ‘Income 
Tax Savings Realized if Endowment Pro- 
ceeds are Payable in Instalments’.” 

This pamphlet calls the policyholders’ 
attention to the fact that on the maturity 
of their policies they will realize a taxa- 
ble gain. It further points out that in 
accordance with recent rulings of the 
Internal Revenue Bureau, they will not 
realize a taxable gain at maturity if they 
have elected or elect to take the proceeds 
in instalments. The pamphlet also re- 
minds policyholders that such rulings 
provide that only 3% of the net pre- 
miums paid represents the taxable por- 
tion of instalments received each year 
until such time as the total of the non- 
taxable payments received equal the net 
premiums paid. 

“I mention this,” he said, “because 
since this pamphlet was printed, the In- 
ternal Revenue Bureau issued an addi- 
tional ruling holding that no taxable gain 
would be realized at maturity if the pro- 
ceeds are payable in instalments, irre- 
spective of the fact that the insured had 
the right to take the cash surrender 
value at maturity. Many policyholders 
are not aware of the fact that they will 
realize a taxable gain at the maturity of 
their policies if they take the proceeds 
in a lump sum, and are very appreciative 
for our calling this fact to their atten- 
tion. Many are especially grateful to 
learn of the Income Tax saving realized 
if the proceeds are paid at maturity in 
instalments.” 


Treasury Rulings 


General Counsel Ring discussed recent 
court decisions having a bearing on life 
insurance also Treasury Department rul- 
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thusiastic direction, Robert H. Denny, 
director of agencies. He was all over 
at once. He was never seen two min- 
utes on the same spot at the same time. 
Some trouble shooter is Bob Denny. 
He and his immediate chief, Stephen 
Ireland, presided over the two general 
sessions of the convention and there 
were no dull moments in the programs. 
The workingest quartet at the Virginia 
Beach, Va., meeting of the State Mutual 
Life was. found when one rounded up 
Donald G. Mix, Jason E. Stone, Jr., Carl 
R. Litsheim and Donald G, Morrison. 
They did not find time in which to par- 
take of their meals—either morning, 
noon or evening. From all sections of 
the gathering one could hear their names 
being called and all sorts of services 
requested. Arthur F. Sisson came in 
for his share of strenuous activity too. 
During the two general sessions of 
the convention there were twenty-three 
speakers on the programs. They were 
limited in the most part to ten minutes 
each. Much of value to producing units 
was enthusiastically presented, There 
was directness in all the talks. The sev- 
eral speakers told with great earnestness 
just how they completed sales. There 
was no telling how they would like to 
do things or how the textbooks present- 
ed sales motivation. 
Twenty-eight states and the District 





ings. Referring to recent Treasury de- 
cisions he said: “The law, as now estab- 
lished by these decisions, is that if a 
policyholder invests his money in life 
insurance and he elects an option settle- 
ment, using the insurance proceeds to 
provide an income for his widow and 
family over the years following his 
death, the payments made under the op- 
tion settlement are received by the bene- 
ficiaries as income exempt from taxation 
—What a contribution to today’s selling! 
This is particularly important because 
of the new, increased income taxes and 
constant lowering of the exemption limits, 

“The fact that this income is tax-free 
may be the controlling factor in deter- 
mining whether a recipient in the years 
to come must file an income tax return 
or not. And this is of equal importance 
to the man leaving a small estate as to 
the man leaving a large estate. In the 
case of a small estate, as I have stated, 
it may eliminate entirely the filing of an 
income tax return. In the case of a large 
estate, it may pick this income off the top 
brackets of increased surtaxes of the 
taxpaying widow or child and thus re- 
lease more income for their comfort 
and enjoyment. 

“People have learned to know the 
value of tax-free income. They will 
appreciate increasingly the value of life 
insurance as a bargain investment. Every 
man and woman on the street is won- 
dering when and how the new tax law 
will affect him or her. They will listen 
to your suggestions and advice. It is 
true the administration is arguing with 
itself and does not know whither it goes 
in this matter of rewriting the tax law. 
It is true Congress does not know 
whether the administration is coming 
or going on the issues of the proposed 





tax rewriting. And certainly we do not. | 


But this uncertainty is no hindrance to 
our sales. 

“Tt is a strange fact in these strange 
times that all this uncertainty acts as 
a reaffirmation that life insurance is the 
investment of maximum return as well as 
maximum security today. The present 


increasing tax assessments and the pres- 9 


ent uncertainty of all tax laws are a 


first and primary contributing factor to 7 


today’s selling. 





New Sales Material 


A number of new sales aids have been 
prepared by the State Mutual and were 
displayed at the Virginia Beach con- 
vention last week. There is a new fold- 
er on coordinating Social Security with 
life insurance, new and attractive mate- 
rial for use during policyholders’ serv- 


ice months, material on the much liber- 
alized salary allotment plan and also a 
new short-cut rate book. 


ing course for agents. 





of Columbia were represented at the 
three-day meetings. The three days’ 
activities revealed a pulsating, going 


ahead organization which thrives on ~ 
It is my observation that both © 
home office and field force of this soon © 
to be century old institution recognize © 


work. 


the importance of their respective jobs, 


like what they are doing, and are defi- | 


nitely on the way to larger achievements. 
The pictures accompanying this story 


are reproductions of snaps made by the | 
representative of The Eastern Under- | 
Excerpts from several of the ~ 
talks made at the Virginia Beach, Va. ~ 


writer. 


meeting are presented including that of 
Hon, Dave E. Satterfield, Jr., United 


States Congressman from Virginia, de- | 


: The State | 
Mutual is also sending out a new train- © 


Let us not fail to use it.” © 


REE Se aes Sel SN aa Rr tes tCeD i Tg 


eS 


ES 


5%, 





livered at the banquet on Tuesday eve- © 


ning. 











ee ey 








neig! 
resul 


lumb 
ticul: 


1941 


y de- 
estab- 
if a 
1 life 
ettle- 
ds to 
> and 
x his 
1 Op- 
bene- 
cation 
lling! 
cause 
s and 
imits. 
<-free 
leter- 
years 
eturn 
tance 
as to 
n the 
tated, 
of an 
large 
le top 
f the 
iS re- 
mfort 


the 
will 
f life 
“very 
won- 
< law 
listen 
It is 
with 
goes 
law. 
know 
ming 
posed 
» not. 
ce to 


range 
ts as 
s the 
ell as 
esent 
pres- 
ire a 
or to 
e it.” 





asst 


July 4, 1941 






THE EASTERN 
UNDERWRITER 














Page 13 











Business and Personal Insurance 


Harold P. JVillett, of the George F, 
Robjent Agency, Boston, gave an informa- 
tive talk on “Business Life Insurance Is 
Personal Life Insurance.” A synopsis of 
Mr. Willett’s ta'k follows: 

If I ask you for a definition of pros- 
say “getting 
don’t know 
Suppose now 


pecting you will possibly 
to know someone you 
through someone you do.” 
I have a personal policyholder who is in 


the paint manufacturing business. In a 
conversation with him I might say, “Jim, 
what’s the paint industry like? A few 


big fellows or a lot of small concerns 
like yours? By the way can you tell me 
something about the ‘Save the Surface 
Company?’ Are they making money? 
Who is really the boss there—the fellow 
to see? Do you mind if I mention your 
name when I’m talking with him?” 
Again perhaps I am driving from Bos- 
ton to my home which is near the New 
Ocean House in Swampscott and I notice 
a sign—The Swampscott Lumber Com- 
pany. Arriving home, I may pick up the 
telephone and call my friend Bill Smith 
the lumber business in a 
neighboring town. From him—as the 
result of specific questions about the 


lumber industry and this concern in par- 
ticular—I obtain a wealth of information. 

At this point it becomes a matter of 
individual judgment how many additional 
acts you wish to have before you con- 


who is in 


tact your man in person. Probably there 
are aS many opinions on pre-approach 
preparations as there are underwriters. 
Perhaps also, my system, could be con- 
densed considerably. 


Get Financial Statement 


There are two additional steps which 
have apparently contributed to a modest 
success in this field. The first of these 
is a financial statement, if obtainable; 
the second is a series of four letters. 
At the risk of making some of you un- 
easy I'd like to read two paragraphs: 

3usiness executives tell us that today 
the very great uncertainty of how in- 
dustry will be governed during the next 
generation makes it imperative to care- 
fully plan for the disposition of an 
owner’s interest at his decease.” And 
another. 

“A decision of far reaching importance 
has been handed down which affects 
every outstanding life insurance policy 
designed for business purposes.” 

An invitation is given for a reply in 
this manner: 

“If you would like to have this infor- 
mation, won’t you indicate your wish on 
the bottom of this letter and send it 
along?” 

It is always interesting to get the 
occasional reply, but here again the law 
seems to be that the fellow who replies 
is not nearly as good a prospect as the 
fellow who doesn’t. The man whom we 
sell in most instances would long ago 
have bought from the other agent if he 
had known there existed a _ problem 
which life insurance could solve. 

At this half-way point, I trust that we 


are in virtual agreement—that the 
pecting and pre-approaching of a 
case of business and personal insurance 


pros- 
small 


are essentially identical. 

Now we are ready to physically ap- 
proach our paint or lumber company. 

To make this next step a bit clearer 
let’s suppose we have a prospect for 
personal insurance whose name and in- 
formation spur us to untremblingly open 
his office door. I am safe in assuming 
that no one in this audience would take 
that step unless he or she was pretty 
definite about what was going to be sai‘. 
The trend of your sales talk would al- 
most certainly take the direction indi- 
cated by something you had learned 
about your prospect in advance. Or if 
your information was not sufficient to 
enable you to present some specific idea, 
the sale might still be made possible by 
facts gathered by well thought out 
questions. 

Let us assume now that we have a 
real picture of our prospect and his busi- 
ness—a financial picture of the kind 
which would be so helpful in personal 
life insurance. 

From our picture we find that there is 
a large amount of money due for cur- 
rent bills. Taking that one item as our 
cue we might say something like this: 

Mr. Saver, my name is Willett. I’m 
in the life insurance business. Recently 
I took the liberty of addressing several 
letters to you on the subject of the ap- 
plication of life insurance to the solution 
of business problems. I did so following 
the mention of your name during a con- 
versation with Bill Smith of the X Paint 
Company whom I have recently had the 
privilege of serving. 

Without doubt this idea of using life 
insurance as an asset in your business 
has been presented to you before. My 
reason for feeling that I might be of 





service is based upon one item in your 
statement of condition which is on file 
with the Commissioner of Corporations. 
Here is the way one concern whose name 
would be well known to you, if I could 
disclose it, has solved a similar problem. 

One further:comment on the similarity 
of that approach with the talk which 
you and I have used many times in 
soliciting so-called personal insurance, 
and then I’m through, 

Suppose that Mr. Saver had a son and 
we knew the boy’s age, etc—After the 
preliminaries, wouldn’t it be natural to 
say something like this: “You have a 
son, I believe, Mr. Saver. Have you 
considered the desirability of guarantee- 
ing that he complete his four vears at 
college? 


Charles Schmuckler Gives 
“Short Cuts in Selling” 


Charles Schmuckler, Buffalo office ad- 


dressed the State Mutual convention on 
“Short Cuts in Selling.” Some of his 
points were these: 

Never say you just happened to drop 


in—tell the prospect why you came and 
ask for a few minutes of his time—“The 
man will respect you for your courage 
and honesty.” 

Give the prospect an 
talk. 

“Use your imagination by dressing up 
the policies. Tell the prospect you have 
an unusual or special contract but don’t 
tell him too much about it.” 


opportunity to 


“Challenge the man to the examina- 
tion.” 
“Aim high—It’s good business to talk 


about a locomotive even though you set- 
tle for a wheelbarrow.” 
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Mutual Life’s General Convention 





Congressman Dave E. Satterfield, Jr., and 
Mrs. Satterfield discussing informally the 
world and war situations with President 
Chandler Bullock on the hotel terrace. 





Follow Up Policyholders, 
J. H. Sinclair Tells Agents 


In his talk, “Missing the Old Policy- 
holder Boat,” before the convention of 
the State Mutual Life at Virginia Beach 
last week, John H. Sinclair, Providence, 
discussed the predilection among agents 
of turning their backs on policyholders 


and going far afield among strangers 
for insurance prospects. He gave the 
following illustration: 

“Take Fred Hawes. I started his pro- 
gram with a policy of $3,000 and placed 
an extra $2,000 upon delivery. Then, I 
proceeded to neglect him for five years, 
feeling he had all he could pay for. 

“After five years I call back, only to 
learn he had placed an additional $20,000 
with another agent. I was surprised to 
learn how rapidly his finances had pro- 
gressed, and by a settlement option an- 
alysis I was able to place an additional 
$20,000. In this case I was somewhat 
fortunate—but I had completely missed 
the boat on $20,000 and, likewise, the 
other agent had missed $20,000 by not 
following through. 

“The greatest asset you have is your 
policyholder. Hang on to him jealously; 
service him regularly, cultivate his 
friendship; build and maintain his con- 
fidence in you. His success will be your 
success, and his numbers will multiply. 


Robjent Sees Good Outlook 


George F. Robjent, general agent of the 
State Mutual Life in Boston, retiring 
president of the General Agents Asso- 
ciation, in a talk before the Virginia 
Beach convention last week said in part: 

“Our business is good and is going to 
ve good. The defense dollars are going 
to help a lot, but the main reason is 
hat the spiritual emotions of men are 
aroused today and they are thinking of 
heir families. This is our clue and 

have the answer, 

“Members of the convention, on your 
return home, I urge you all to do a better 
job. Get into any defense work that 
you are able to do and then live, live 
and put into practice whatever religious 
belief y God knows, the country 
needs today. This old world is a 
great old world to live in and when this 
man-made cyclone is over it is 
yoing to be a better place to live in, 
I am sure. Let’s do our part.” 





uu have 


mad, 





Congressman Makes Hit With Strong 


Endorsement of Insurance Business 


Congressman Dave E. Satterfield, Jr.. of Virgina, was quest banquet speaker at the 
State Mutual Life convention held at Virginia Beach last week. Mr. Satterfield took a 
strong stand against recommendations of TNEC for any degree of Federal supervision 
of insurance and endorsed the conduct and performance of the insurance business wider 
existing state regulation. Excerpts from Congressman Satterfield’s talk follow: 


It is a bit puzzling that the recent 
Temporary National Economic Commit- 
tee’s monograph on insurance has pro- 
voked such little public discussion. It 
projects the Government’s possible en- 
try into an untried field. If the sug- 
gestions of this committee are as truly 
a genesis to governmental participation 
as Congressional investigating commit- 
tees usually are, it would seem to me 
that every policyholder in these United 
States, employers and employes of in- 
surance companies should be on the alert. 
Summarized the committee made the 
following recommendations: 

“1. Designate a Federal agency or 
create a new commission to assist the 
states in strengthening their regulatory 
machinery. 

“2. Create an insurance advisory coun- 
cil of twelve to assist insurance com- 
pany managements in solving their own 
problems without legislative compulsion. 
This council would report annually to 
Congress on the state of the insurance 
business, 

“3. Have Congress designate a Fed- 
eral agency to conduct a thorough in- 
vestigation of all forms of fire, casualty 
and marine insurance.” 

Frankly I have welcomed the investi- 
gation which has thus far been made be- 
cause I have had an abiding conviction 
that such an investigation would reveal 
nothing to cast any very real reflection 
upon the institution of life insurance, 
for [ believe that no other line of human 
endeavor has written a finer chapter 
than that presented by the record of 
the life insurance companies of America. 
This must be true if Leon Henderson, 
valued scout for reformation that he is, 
in commenting upon the investment 
record of life insurance companies in 
the last ten years, says: “I think it is 
an extraordinary record as far as the 
integrity of the insurance policies is 
concerned.” 

Studious, conscientious investigations 
are welcome. They are made unwel- 
come only by those who fear the re- 
sults. The danger in these reports are 
twofold, First, they may encounter 
nothing more than a passive resistence 
on the part of insurance companies in 
this country. Secondly, in this world of 
confusion the imprimatur of a Congres- 
sional committee expressing one side of 
an economic theory has a great chance 
for survival. I shall not find the report 
of this committee welcome, however, if 
its documents and reports are only to 
be used in future years as source mate- 
rial on the part of some professors who 
play a part in this century not unlike 
the role played by their brethren in the 
Thirteenth Century in France, whose il- 
logical deductions contributed immeas- 
ureably in building up the power of the 
French throne at the expense of the 
French people themselves. 

Recently a Government official of high 
standing stated in effect to a group cf 
insurance men that we are living today 
in an era of change at home and abroad, 
to which we all must adjust ourselves 
whether we like it or not, that failure 
to appreciate and accept these changing 
conditions will not alter what has al- 
ready taken place or what still may need 
to be done one iota, and that all of us 
might just as well realize now as later 
that the pages of history are not go- 
ing to be turned backward, and that so- 
cial laws will not be repealed even if 
they did increase the Government’s bud- 
get. 





This. gentlemen was no oracle. He 
could not be considered as a harbinger 
of things new. There is nothing new 
about social security, old-age pensions, 
unemployment insurance, restriction of 
hours of labor, minimum wages, and the 
abolition of child labor. A Germany of 
a more distant day under Bismarck had 
all of these things, and I might add that 
they were not even new to Rome. They 
are not even old wine in new bottles. 

These domestic problems before the 
country today are not new. There will 
be nothing new even in the attempted 
solutions, unless—if, indeed—they are 
successful. To fail now is but to re- 
enact the familiar tragedies played to 
bewildered people in the earlier democ- 
racies long, long ago. Appeals to the 
government and suggestions that gov- 
ernment intervene is not the answer. 
Business and government have their 
particular spheres of operation and they 
must not be merged in any wholesale 
plans and systems. Not if we wish to 
preserve the balance between the two, 
which has given this country the most 
remarkable development in a short space 
of years that the world has ever known. 


What State Supervision Has Done 


Admittedly there are a number of 
things that need correction, but the re- 
port of the TNEC reveals complaints of 
such scarcity and triviality, that they 
are, it seems to me, in themselves a 
strong recommendation for state con- 
trolled insurance companies when one 
considers the vastness of the business. 
Critics find it all too easy to dwell upon 
some of the shortcomings of the present 
system, and to forget its good work. Too 
little has been made of the fact that 
under the state controlled system, the 
business of insurance was nurtured 
through its early life, was guided along 
the path of safety and sanity and has 
climbed to the heights upon which it 
stands today. Let these gentlemen point 
out also that through the years, adjust- 
ment and correction have constantly 
been made and that the insurance busi- 
ness in this country is about the only 
one existent that has purged itself, over- 
come adversity and all the vicissitudes 
encountered by business, and today faces 
the future virile—and unafraid. 

The Congress is constantly importuned 
to pass laws, to assist the states as sug- 
gested by this committee in the insur- 
ance field, and to establish organizations 
—perhaps I had better say establish bu- 
reaus—to meet what is sincerely repre- 
sented at the time as a merely temporary 
emergency. Here in the realm of emer- 
gency, fancied or real, lies the pitfall 
which from the very beginning has al- 
ways threatened the democracies. If 
ever this government of ours comes to 
devout itself it will be a feast served 
by Americans and sumptuously spread 
upon the tables within the halls of legis- 
lation, long since deserted by wise, cour- 
ageous and prudent statesmen. 

We cannot go on forever character- 
izing every problem as of varying de- 
grees. I for one hold there is always 
an emergency—when the nation is con- 
fronted with the choice—between good 
and evil—right or wrong. 

It would be a pity indeed after all 
these years to have the government in- 
terrupt. The business of insurance in- 
volves long contracts. The fidelity of 
performance of those contracts will not 
brook interruptions. For over a hundred 
years the business has _ functioned 
smoothly and under every sort of condi- 
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Social Security the Best 
Approach, Says R. W. Frank 


“The Social Security approach is by 
far the best prospector and approach that 
the average agent can use today. So- 
cial security is in itself the beginning of 
a program.” Such was the unequivocal 
statement of Raymond W. Frank in an 
inspiring talk before the convention of 
the State Mutual agents last week. Mr. 
Frank has made two graphs, one of a 


married man with no children and one | 


of a married man with two children. 
These colorful charts he shows to his 
prospects to illustrate that part of life 
insurance which Social Security gives 
them. The heads of firms are particu- 
larly interested and Mr. Frank graphs 
not only their own benefits but 
those of their employes with permission 
of the employer. 


“My prospecting has been solved in- 5 


definitely,” said Mr. Frank. 


He uses Social Security not only to 3 


suggest supplementary life insurance but 


also as an argument for “insuring the | 


social security benefit,” that is, providing 
life insurance in case a man’s wife re- 
marries or goes to work, in which cases 
her social security benefits cease, 

Social Security, said Mr. Frank, has 
created an “entirely new critical income 
period—between the time the children 
are through high school and the time the 
mother is 65”; it has made funds for 
college important; made “clean-up” funds 
important; made it necessary to change 
many lump sums to monthly income in 
order to properly supplement the social 
security benefits; and has given an op- 
portunity to improve programs already 
in existence and to bring programs to 
completion. 





tion. It has a pretty good constitution 
—it has survived all the diseases of 
adolescence and all the shocks. I for 
one cannot believe that there are greater 


dangers lying in wait than those already 


passed—and if this be true why should 
we tamper with a system thus far 
proven. About the only investment I 
can think of today «worth a hundred 
cents on a dollar is a life insurance pol- 
icy in a good company or a Government 
bond. There are some who will always 
advocate change. Change is not always 
good. There are many illusions wrapped 
up in change. Merely to change is not 
to progress—what will it profit us to fol- 


low after change if in the process we Z 
miss the path along which we have come © 
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It is so easy to be fooled 
by the illusions of change. 


so gloriously. 


Concentration of Power 


We are moving through a period in 
which concentration of power at Wash- 
ington is the unmistakable trend. Until 
recently a great many insurance compa- 
nies could not believe that the con- 
centration of power idea was moving in 
their direction. They have been con- 
soling themselves with a life of Supreme 
Court decisions beginning with Paul vs. 
Virginia in 1868, in which the court has 
decided that a constitutional law could 
not be enacted that would give the Fed- 
eral Government direct supervisory pow- 
er Over insurance companies. However, 
since the World War the world has been 
treated with a course in circumvention. 
There are several techniques, and some 
more effective than the “let me advise 
you brother method.” That is a sug- 
gestion of the TNEC. First advice— 
then embrace—and then—Oh, why both- 
er about a definition of Interstate Com- 
merce ? 

If then the avenue of approach by the 
Federal Government is to take some 
part in the business of insurance—if only 
to supervise by reason of the failure of 
Insurance commissions in the _ several 
states of the Union to control the situa- 
tion—then I have this word for you 
gentlemen: Go back to your native 
States, and see that the statutes under 
which your state insurance commission 
operates be strengthened if they need 
It, and even if it be against your own 
company. If the commissioners of in- 
surance in your states are inefficient ad- 
dress yourselves to the problem of put- 
ting someone in their places who will 
administer the insurance laws of your 
respective states impartially. If the gov- 
ernment is to keep its hands off this 
business you gentlemen can contribute 
immeasurably in seeing that your com- 





“Arrows” to Prospects, 


Illustrated by R. E. Handy 


In this business there are arrows all 

numerous but elusive that should 
point the way to successful prospects,” 
said Ralph E. Handy, Boston office of 
the State Mutual. These arrows may be 
“a name on a truck—or a_ corporate 
name newly painted on a building,” and 
if the agent’s mind is alert they will 
point to a prospect, an opportunity for 
service in life insurance. 

Mr. Handy cited several examples from 
his own personal experience to show that 
curiosity about these name-arrows can 
lead to sales. 

Said Mr. Handy, “The curiosity behind 
the name may not crystallize for six 
months or six years, but, if our minds 
are alert, a chance remark or direct in- 
quiry may provide the entree we seek.” 


“ 


too 


pany carries its share of the burden of 
working out social obligations and re- 
sponsibilities. If your house needs clean- 
ing—be sure to clean it yourself, and if 
it is as tidy in the future as it has been 
in the past I think you have nothing to 
fear. Life insurance to our fathers was 
an unheard of thing—unbelievable. To 
make credible the incredible is the mis- 
sion of your fraternity. 

If we are to stem the tide of con- 
centration at Washington the task is 
as much yours as it is your duly elected 
representative’s. We are a mentaily alert 
people. We have the courage to experi- 
ment, and in this field if it is not over- 
done is to be found the seeds of our 
destruction. You remember Shakespeare 
speaks of the “quick forge and working 
house of thought.” Sometimes we are 
poor smithies in striving to mould a good 
idea, not because of poor tools, for we 
have the sharp edge of experience and 





F. F. Stafford Tells How He 


Writes Close Corporations 

In his talk last week before the State 
Mutual Life convention at Virgina Beach, 
Frankland F. Stafford, New York City, 
discussed business insurance. He de- 
scribed his method of operation as fol- 
lows: 

“T have a dependable source from 
which I buy lists of close corporations. 
Each Monday I write to forty such con- 
cerns, addressing a personal letter to 
the president. 

“Starting Tuesday I contact the peo- 
ple to whom the letters went. An aver- 
age of six good interviews per week re- 
sult. I say good interviews because I 
only go by appointment, and they know 
what will be discussed. I waste no time 
on concerns not interested in the gen- 
eral subject. I have now contacted over 
three thousand such concerns in and 
around Greater New York. 

“In the first talk I usually get enough 
data to prepare a written proposal. In 
a few days I submit the proposal per- 
sonally unless some unusual situation 
makes it necessary to mail it. 

“I started in this business knowing 
very few concerns around New York. 
Business insurance cases take time— 
frequently more than a year. There is, 
therefore, the need of building a backlog 
of active cases so that eventually one or 
two will be closed every month. 

“IT have found that being close to a 
well informed trust officer is of great 
help. I don’t overlook lawyers, because 
they have clients who own such stocks.” 





the full power of the world’s history. 
Let us not forget that our fathers before 
us labored mightily in the quick forge 
and working house of thought not to 
mould but to strike away the enslaving 
shackles of the past. 















Heil Urges Human Interest 


Stories As Motivation 

Philip R. Heil, Cincinnati, in his talk 
before the State Mutual convention dis- 
cussed motivation, by which he included 
not only human interest stories but “all 
the material visible and otherwise 
brought into use by the alert salesman.” 

Mr. Heil cited a personal experience 
to show how future leaders in American 
communities are frequently lost because 
having been provided with no security 
after the breadwinner of the family 
passed on, they were unable to devote 
their time to training for such leader- 
ship. 

The answer, said Mr. Heil, is “By 
spreading and teaching the philosophy of 
life insurance and translating it into 
terms of human benefits.” 





Determination Essential 


To Make Successful Agent 
In a talk on “Getting the App,” Roy 
D. Caudle, Jr., Richmond, Va., called 
determination one of the most essential 
qualities in prospecting. In the majority 
of cases, he said, the men who write the 
most cases, the men who write the high- 
est volume of business and the men who 
make the most money are the men who 
possess the greatest amount of determi- 
nation. 
“When the time for the interview ar- 
rives,” continued Mr. Caudle, “I sit 
down with the prospect and explain what 


life insurance is and does. Too many 
agents forget that the prospect does 
not understand life insurance as the 


agent does, and the agent does not take 
the time and trouble to tell him about 
it. I believe that once a man fully un- 
derstands life insurance he will see it as 
I see it, and will buy as much as he can 
afford.” 
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Need to Organize Your Effort 


By Louis E. Beck—Pittsburgh 


Organizing your effort is merely one 
phase in this selling of life insurance. 
Yet it is most essential and important, 
for being efficient in this way will mean 
more dollars in your pocket. After all, 
isn’t that the reason why we put forth 
any effort at all? I think you will all 
agree with me that it is very easy to 
neglect your work in planning. Any one 
of you may raise a question as to why 
organize at all when you know your 
sales will come from your friends and 
various other sources. Definitely there 
are three important reasons why organ- 
izing your effort should be done. 

The first reason is—the saving of time. 
tow often upon entering the office in 
the morning, expecting to do a good 
day’s work, much to your amazement at 
noon you find you have done little or 
nothing. What caused you to lose these 
three hours of time? Probably an im- 
promptu discussion with your fellow co- 
workers, or taking time to read the news 
of the day—day-dreaming—reading ad- 
vertisements—a friend called—or half-a- 
dozen other reasons we all are acquainted 
with. However, when I have my day’s 
work well planned, this is not likely to 
happen. 

Most jobs today require eight hours 
a day or forty hours a week to perform 
certain duties. The point is, they have 
certain duties to perform—not like the 





numerous details in the life insurance 
business which have a tendency to cause 
any agent to neglect fundamental duties. 
I find that the performance of these 
fundamental duties each hour of the day 
are very helpful toward developing sales. 

The second reason is—it makes you 
work or make calls. When I first en- 
tered this business, two very significant 
remarks were made to me that I have 
remembered—Be sure to utilize your 
time to the best of your advantage—and, 
it is necessary to make calls to get re- 
sults. You cannot sit in your office 
and expect business to come to you; 
life insurance is not sold that way. If 
I recall correctly, in my several years 
in the business I did get three different 
sales by someone calling me at the 
office; yet the reason for getting these 
sales was traced to where I previously 
had done some preliminary work. 

The third reason for organizing your 
effort is it permits you to contact your 
prospects and policyholders at the op- 
portune time. Records and facts have 
proven there is an opportune time to 
see every prospect—by this I mean, a 
salary increase, a new position, the pur- 
chase of a home, marriage, a child born 
in the family, a new partnership, and 
numerous other situations. In other 
words, any new situation that requires 
insurance to cover an immediate need 
of a responsibility that can only be 
satisfied through life insurance. 

These three points—the saving of time; 
making your work or make calls; and 





contacting prospects at the opportune 
time—are covered by organizing your 
effort properly. 

We are now ready for the question— 
What is a good way to organize your 
effort? The system I employ has given 
me results and is as follows: 

Directly in front of me is a green 
metal box. In it is a daily file con- 
taining a division for each day of the 
month; also a sectional or territorial 
file, such as the northern section of 
town, the southern section, the eastern 
or western section. In my desk at the 
Pittsburgh Agency I have prospect 
cards filed under each month of the year 
according to age changes and birthdays. 

At the beginning of the month—say, 
June 1—all prospect cards filed under 
the month of June are pulled and segre- 
gated into the daily file in this green 
box. Having approximately two hundred 
prospects for each month, I arrange 
about ten calls per day. I also use this 
daily file as an appointment calendar for 
my “hot prospects.” All of these pros- 
pects were previously arranged from 
alumni lists, third-party influence re- 
ferred by policyholders, members of my 
church and social contacts, etc. Pros- 
pects that are new or need a preliminary 
interview are placed in the sectional 
or territorial file. I find it necessary to 
add and replace this file with approxi- 
mately forty (40) new names each 
month. 

To accomplish all this organizing takes 
about one hour; yet you must remember 
you have about ten calls to make every 
working day and you contact your pros- 
pects at least two times a year, 

It has been said—and it is true—that 
to accomplish a difficult job, the best 
way to do it is to break it down into 
a number of easy jobs and the ultimate 





results will be attained. That is exactly 
what I feel this system does for me. 
Office records show that I have made | 
220 calls per month and as a result of | 
this work the business from these calls © 
has qualified me for the “44 Club” forty- © 
eight out of forty-nine months; so there 
must be some advantages to it. 

I realize that a number of you use 
the Chartograph for this purpose. The © 
operation is similar; yet there may be © 
a point or two from my talk that could 
be used to your advantage. : 

The follow-through is also important, © 
meaning that when you have made a” 
new prospect contact or a sale, notations 
should be placed on the prospect card to | 
give you all information for a follow-up. 
File the card accordingly. Furthermore, 
your prospect will respect you for your 
business methods which naturally adds to 
your prestige. 





Waldman Counsels Agents 


To Seize Opportunities | 


William A. Waldman, Dallas, Tex. 7 
told the convention about his experi- 7 
ences as a member of the Speakers’ Bu- © 
reau of the Jewish Federation of Dallas. 7 
Availing himself of this opportunity to 7 
make friends among the business men of | 
the city and win their confidence, Mr. | 
Waldman worked hard, he said, to make © 
speeches that people would remember. ~ 

“The inferiority complex which T used © 
to have when I called on men in the big 7 
league is absent. I have their respect, 7 
their confidence, and am doing business | 
with those men I was once afraid to 
approach. I expect to greatly increase 
my average size policy because I have 
stepped up so far in the caliber of pros- | 
pects that I can call upon.” 
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Enthusiasm in Motivating People 
By Walter C. Lech—Chicago 


When insurance men think of enthu- 
siasm they immediately get a picture of 
the personality - plus arm waving indi- 
vidual, but the kind of enthusiasm which 
really means something to me and which 
I believe helps move the boat, is that 
desire which a person has to accomplish 
a certain task. It is being enthusiastic 
about your everyday work, knowing that 
as certain steps are completed, they are 
bringing you closer to a sale. 

I believe that some of our finest ex- 
amples of this enthusiastic determina- 
tion to accomplish a job are to be found 
in the experiences of many of our fine 
athletes. By studying them we can learn 
the importance of keeping physically and 
mentally fit. We can learn how to keep 
up our morale in trying situations and 
how to generate lasting enthusiasm for 
whatever we are doing—and how to get 
a kick out of every sale, win, lose or 
draw. Dempsey, although knocked out 
of the ring with a terrific punch at the 
start of his fight with Firpo, crawled 
back through the ropes, dazed but de- 
termined, and went on to win by a 
knock-out. That is the type of enthu- 
siasm I mean. 

When a youngster’s legs are burned so 
badly that he and his mother are told 
he will never walk again, that is starting 
life under a tremendous handicap. Some 
persons accept their fate as final. Others 
fight to overcome their handicaps. Every- 
one knows the story of Glenn Cunning- 
ham. He wanted to run and jump badly 
enough that over a period of years, by 
his constant efforts, he was able to do 
it, and become a world champion. There 
again is the type of enthusiasm which I 
mean, 

I honestly do not believe that every- 
one can make a million but I do believe 
that each and everyone of us can ac- 
complish any reasonable objective we 
start out after. For example, we can 


all increase our average production by 
50%, if that desire become strong enough 
inertia. 


The Workingest Quartet of the State Mutual Convention 
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Donald G. Morrison 
Editor of Field Service 


must have a fighting heart like Jack 
Dempsey’s—going into the field to sell 
day after day—and with the confident 
drive of Dempsey. You must come out 
fighting and keep boring in—be just as 
aggressive and relentless in overcoming 
objections as he was in getting through 
the other fellow’s guard. 

We who think we have handicaps 
should stop and think of Glenn Cunning- 
ham. Everyone has some handicap to 
overcome, either physical or mental, 
generally called complexes. His story 
should be a constant inspiration to all 
of us in making it easier for us to con- 
quer these shortcomings. 

During the past year and a half, our 
general agent has insisted that we give 
ourselves a “fight talk” before going out 
on each closing interview. We leave out 
the ballyhoo and take stock of the pros- 
pect and his needs. As soon as we are 
convinced that he is a prospect, has the 
need and ability to pay, then comes 
the most important sale of all. I must 
be convinced that I am the man with 
whom he should do business. It is mere- 
ly getting myself in a frame of mind 
similar to Borah’s—a winning and con- 
fident frame of mind. 

Once this enthusiasm for our work has 
been developed, the rest of it comes 
easy, primarily because most of us well 
know the mechanical things which have 
to be done in order to become a suc- 
cess in the insurance business. You 
have often heard that the successful man 
is successful because he learns to like 
to do things which the unsuccessful man 
will not do. He has to keep records, 
he has to do a lot of prospecting and he 
has to advertise himself and his com- 
pany. He has to a lot of uninteresting 
servicing for policyholders and many 
other things which do not bring an im- 
mediate return. We agents working with 
State Mutual are very fortunate in hav- 
ing the finest of tools to aid us in doing 
these uninteresting little jobs. 

What the Home Office Does 


Let us review a few of the things that 
our home office is doing for us to make 


(Continued on Page 18) 
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Suburbanites Are Good 
Prospects—H. M. Darby 


One of the “good bets” followed by 
Harold M. Darby, State Mutual, New 
York City, is contacting new suburban- 
ites. Mr. Darby lives in the metropoli- 
tan suburban area of that city and makes 
it his business to follow the local news- 
papers closely for names of those recent- 
ly moved out from New York City or 
from other parts of the country. These 
he contacts, offers to service the new- 
comer’s policies, transfer the records to 
the local office, or merely tells them of 
the local facilities for golf, tennis, boat- 
ing or fishing. 

“With the big industrial expansion go- 
ing on,” said Mr. Darby, “each of these 
people you meet can tell you about other 
friends who have been transferred or 
promoted ... this is the best way I know 
of spending a few evening hours each 
week.” 

Mr. Darby also uses the yellow trans- 
fer or change of address slip to good ad- 
vantage. Whether or not the newcom- 
er’s premiums are actually transferred, 
contacting him gives the agent an op- 
portunity to discuss income options, con- 
tingent beneficiaries, audits and other life 
insurance problems that will surely in- 
terest the assured and build good will 
for the agent. 

In the past eighteen months, Mr. Darby 
has sold nine people for a total volume 
of $118,500 using the transfer slips as 
leads. 





Favors Use of Pictures 


To Assist Presentation 


In a talk before the convention, Easton 
R, Roberts, Los Angeles, recommended 
“pictures” and charts as a means of mak- 
ing interviews more effective. 

“Prospects like pictures,” said Mr. 
Roberts, “they understand pictures, they 
will remember longer what they see in 
picture form. Why don’t we ‘make it 
easy for him? Draw him a picture of 
his insurance program. 

“Your prospect will see the holes in 
his program just as readily as you do. 
By proper suggestion you can now ap- 
peal to his instincts and emotions so 
that he will want those holes ‘plugged 
up. Turn then to the next chart and 
show him how his estate could look.” 


Donald G. Mix 
Manager of Conservation 





Sound Prospecting Program 


Forms Success Foundation 


A successful start in life insurance 
selling was reviewed before the “7 
vention by John T. Flanagan, Jr., 
Paul, Minn., in a talk called “A bie 
Year Man Speaks.” 

Describing the way in which he had 
made his former college a center of in- 
fluence as a foundation on which to 
build, Mr. Flanagan emphasized the im- 
portance of winning the confidence and 
cooperation of those among whom he 
worked. Having done this, he said, “I 
am now able to obtain the name, present 
address, present occupation, and marital 
status of anyone who has attended the 
college since 1900; the list of graduating 
seniors and where they are to be em- 
ployed if they have contracts before 
graduation. I also have the privilege of 
calling on the resident students in their 
rooms.” 

Mr. Flanagan attributed his success to 
the thoroughness of his prospecting pro- 
gram and through going into the busi- 
ness on a career basis rather than as 
“just a fling.” 


Edward Lobley Stresses 
“Friendly Way” as Easiest 


Recalling that a job may be done the 
hard way and the easy way, Edward 
Lobley, Philadelphia agency of the State 
Mutual, told last week’s convention that 
he believes “friendly selling” to be the 
easiest way to sell life insurance. Mr. 
Lobley’s prospects are drawn first from 
those groups with whom he has a friend- 
ly contact: high school classmates, 
Y.M.C.A. friends, students he has taught. 
These he has used as centers of influence 
to other prospects. 

Several forms of reminders are used 
by Mr. Lobley such as metal policy boxes 





with individual combination locks, a 
leather policy-analysis folder, birthday 
cards. The policy boxes and leather 


folders particularly please his clients, he 
stated, because they appeal to their pride. 

Little attentions paid to policyholders 
or prospects such as Sunday social calls, 
small gifts to their children, also ce- 
ments friendships, according to Mr. Lob- 
ley, and, in turn, keep the agent in the 
prospect’s mind when he thinks of in- 
surance. The agent is thus continually 
building prestige. 





Carl R. Litsheim 
Agency Supervisor 
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Partnership Insurance For 
Buyer of Small Amounts 


In his talk, “Partnership Insurance in 
Modest Amounts to Small Buyers,” be- 
fore the annual meeting of the State 
Mutual Life at Virginia Beach, Leon 
Katz, Washington, said he makes it a 
practice to have with him a typewritten 
sheet on which is listed the essential 
points which should be covered in sell- 
ing partnership insurance. He lists the 
points as follows: 

1. Have they a 

ment? 

2. Valuation: (What they would sell 

the business for today.) 

3. Amount of cash survivor needs to 

purchase. 

4. If amount of insurance is less than 
deceased’s interest, how shall the 
balance be paid? (Notes payable 
quarterly, annually over period of 
one year, two years, etc.) 

If amount of insurance is more 
should heirs receive full amount— 
usual case? 

6. How premiums shall be paid: 

3y partners individually. 

Partnership funds. 
Method of valuation at 
death. 

8. Proceeds payable to: 
Survivor. 
Trustee. 
Beneficiary. 
9. Control of policies in 
partners. 
10. Dissolution of partnership. 


partnership agree- 


wn 


time of 


“I 


hands of 





New Compensation Plan 

In his talk to the State Mutual con- 
vention at Virginia Beach last week, 
President Bullock told the representa- 
tives present that the company is work- 
ing on a new and liberalized compensa- 
tion plan details of which will be an- 
nounced later. Richard C, Guest, actu- 
ary of the State Mutual, is a member 
of the Agency Officers-Research Bu- 
reau agents’ compensation committee. 


W. C. Leck Talk 


(Continued from Page 17) 


the job easier. This in itself will give 
you enthusiasm. 

It has been my experience that our 
underwriting department has endeavored 
in every way possible to give each agent 
every bit of cooperation in order to get 
his business accepted and on the books. 
I also feel, and like to feel, that every 
man in our underwriting department is 
sincerely disappointed when they have 
to turn down one of my applicants. That 
is the kind of feeling I like to have 
about my home office. 

It is not often that we come in close 
contact with the conservation depart- 
ment, but in the long run, it is through 
the workings of this department that a 
great many of our policyholders contact 
the home office and our cashiers. It 
goes without saying that the better job 
they do, the more renewal income we 
will have. Our persistency record speaks 
for itself as to whether or not an ex- 
cellent job is being done here. I am al- 
ways proud to tell my policyholders 
about our persistency and what it means 
to them. 

Perhaps many of us do not use the 
facilities that our legal department has 
to offer as much as we should. In my 
own case, I send in a great many re- 
quests for Mr. Ring’s staff to take care 
of—the preparation of purchase agree- 
ments, trust agreements, valuable man 
plans and many others—agreements 
which I have made up before I even 
go out on the case, because it gives me 
something definite from which to work. 
Everything I have ever requested has 
been accepted by my prospects and 
clients as being well done. I am always 
proud to refer to them as “our legal 
department.” 

If Mr, Guest had done nothing else 





War Risk Underwriting 
By Ross B. Gordon, 


Vice-President, State Mutual 


For nearly two years, our newspapers 
and radio news commentators have been 
horrifying us with stories of the merci- 
less slaughter of human life and the 
wholesale destruction of property. Only 
within the past few months has our 
government felt that public opinion would 
permit the adoption of a policy of all-out 
aid to those nations that are still free. 
Already our national program has pro- 
gressed to the point where our young 
men are being sent to defense post and 
are patrolling danger zones. At the same 
time, our civilian home defense is being 
organized in anticipation of any emer- 
gency. 

However, during this period the life 
insurance industry has made no drastic 
changes in its underwriting practice in 
the face of these new conditions, which 
are daily creating potential extra mor- 
tality. So far this has been absorbed 
by the industry, but it now appears im- 
perative that we make some changes in 
an attempt to minimize this expected 
loss. 

Facing Changes 


With the proven value of air power 
in every major engagement to date, we 
must awaken to what aviation means 
to our safety here in the Western Hem- 
isphere. The land army technique of the 
first World War is as dead as the dodo 
bird, and the stubborn mule of the 
cavalry has been replaced by power 
units that require varied technical skill 
to operate. Even defense of our own 
shores calls for a new strategy involv- 
ing the training, on a vast scale, of 
pilots and operators of tanks and other 
motor driven equipment. There is con- 
sequently a big hazard even in our 
program for defense preparation. 

It is entirely possible that 25% or more 
of the 8,000,000 young men eligible for 
military or naval service may eventually 
be placed in the air corps. If not eligi- 
ble to become pilots, they may have the 
civilian background to qualify as radio 
operators, navigators, bombardiers, ma- 
chine gunners or members of the ground 
crew. 

sritish experience, thus far, has proved 
that the best pilots are not the educated 
boys from Oxford and Eton, but are the 
sons for tradesmen, pub keepers, and 
bookkeepers. Already our own air com- 
manders have eliminated the original re- 
quirement of at least two years of col- 
lege education as essential for pilot 
training. 

Again, from the experience of “The 
Great Island Kingdom,” the Civilian 
Home Defense Forces have suffered 
many more casualties than the armed 
forces. 

In the field of marine risks, some com- 
panies have been trying to establish a 
distinction between sailors operating in 
neutral waters, including the Great 
Lakes, and those whose duties take them 
into the danger zones. Unfortunately, 
their status is subject to change. Many 
fresh-water sailors have been tempted 
by high wages and bonuses into accept- 
ing jobs on ships traveling in the danger 
zones. Already an American vessel, the 


Robin Moor, carrying no war supplies, 
has been sunk in the South Atlantic. 
Fortunately, the passengers and crew 
were all rescued, but that was simply 
the result of pure good luck. So it is 
hard to see how we can offer prefer- 
ential treatment to selected classes of 
marine risks. 
The Underwriting Problem 

This “Men. from Mars” warfare and 
our stupendous defense program have 
made the youths under the protection of 
Uncle Sam conscious of the heretofore 
unknown hazards. It has stimulated the 
purchase of life insurance mainly for 
war risk protection. This is evidenced 
plainly by the activity of sales in cer- 
tain age groupings in all life companies. 
Young men are now buying protection in 
the expectation of being selected or vol- 
unteering for military or naval service. 
There is no sound reason why present 
policyholders should share the added 
mortality burden. The premium rates 
charged for our contracts make no pro- 
vision for war and aviation mortality and 
it is next to impossible to sort out the ex- 
posed group on which an extra premium 
charge might be proposed. The only real 
answer to our underwriting problem is to 
blanket all lives, irrespective of age, 
sex, Or occupational status, with a war 
clause which includes a military avia- 
tion exclusion rider. Up to now, all 
officers over age 31 connected with our 
armed forces in any capacity, except the 
air, marine corps and coast guard, have 
had the opportunity to purchase a max- 
imum of $5,000 of life insurance at normal 
rates. In World War No. I, a limit of 
$10,000 was offered. Had there been any- 
body wise enough to forecast a second 
holocaust within twenty-one years of 
Armistice Day in 1918, a general provision 
would have been established in all pol- 
icy issues excluding war and military 
aviation liability. 

The underwriting of the war hazard 
is an obligation of our national govern- 
ment and has been undertaken in part 
by the offer of a maximum of $10,000 of 
Government Insurance on Life, Endow- 
ment, or Term plan at rates with which 
the life insurance companies cannot com- 
pete. In addition, the hastily drawn 
and enacted Soldiers’ and Sailors’ Re- 
lief Act of 1940, similar to that of 1918. 
guarantees general relief against civil 
court proceedings, actions to collect rent, 
eviction, foreclosure, etc. 

The life insurance companies did not 
see fit to complicate new sales by re- 
quiring that a third party guarantee pre- 
miums and as a result have been obliged 
to establish additional routine for han- 
dling the payment of premiums of selec- 
tees by the government. The compa- 
nies have also been obliged to pay medi- 
ical and inspection costs plus commis- 
sions and overhead out of policyholders’ 
funds without having received cash for 
premium payments. This situation will 
be relieved by the adoption of war 
clauses, as the act provides that a policy 
is ineligible if it contains a clause or 
rider which eliminates or limits the death 

(Continued on Page 19) 





during the last ten years but develop 
the 65’er, that would certainly have been 
enough, because it is the finest competi- 
tive contract in the business. Many of 
us do not use it with sufficient frequency 
to prove its worth. However, in addition 
to this, there has been no request I have 
ever made for any actuarial information 
which has not bounced right back by 
return mail, These are the things which 
give me, as an agent, confidence in my 
home office and help me to close cases. 

Of course when we come to the agency 


department that covers a multitude of 
things. In the first place, the agency 
department has given us our Charto- 
graph. I have read article after article 
on how successful men keep records, 
I have seen very few methods which 
are as good as our Chartograph and 
most of them inadequate comparison. 
They have given us the Thread of Life. 
The fact that it is so cheap and so easy 
to get is probably a hindrance because 
things which come so easy are usually 
not appreciated. Nevertheless, I can 


“Selling Doctors” —Theme 
Of Oscar Hurt, Jr., Talk 


Prospecting and programming among 
doctors was the subject of a talk by 
Oscar Hurt, Jr., Memphis, before the 
State Mutual convention at Virginia 
Beach. Mr. Hurt has concentrated on 
the opportunities presented by the Uni- 
versity of Tennessee Medical School: 
lias visited the medical fraternity houses, 
followed the students through gradua- 
tion, and at that time made individual 
folders of each graduate with picture, 
‘classmates, interneship and other perti- 
nent data. He introduces auditing and 
trust agreements as soon as a $25,000 
program has been completed, this pro- 
gram having been presented as early as 
interne days. Believing that successful 
advertising demands repetition, Mr. Hurt 
delivers personally some small useful 
novelty to each student on first interview, 
remembers him again on his birthday, 
Christmas and graduation. 

After the first sale, he insists on each 
doctor or interne making a will and hav- 
ing a birth certificate, “feeling that at- 
tention to these details impresses him 
that I conscientiously attend to his in- 
surance. 

As often as possible, Mr. Fiurt tries to 
get as many doctors or internes as pos- 
sible to visit his office—to read the pla- 
ques on the wall, see his scrap-book on 
items of medical interests and on death 
and disability claims. 

Creating prestige for himself among 
medical men is Mr. Hurt’s prospecting 
keynote. 





New Term Policies 


President Bullock’s announcement that 
the State Mutual would issue 15 and 
20 year Convertible Term policies was 
greeted by the convention with enthusi- 
asm. The new policies may be con- 
verted to a permanent plan of coverage 
within seven years from date of issue 
but not later than the fiftieth birthday 
of the insured. 





go back over my records during the past 
five years and definitely trace at least 
$500 of commission income a year to the 
Thread of Life and goodness knows how 
much more business has been influenced 
by its use. 

During the past year or so we have 
had many changes made in our proposi- 
tions. This of course has been due to 
our agency department employing Mr. 
Sisson to revise our old ones and to 
develop publicity. He has done a won- 
derful job and as a result has given us 
things which help us every day to make 
more money. We cannot overlook the 
fine work which our file assistants in 
the agency department are doing for us. 

I believe that everyone looks forward 
to a visit from Jay Stone or Carl 
Litsheim, or even Bob Denny and Mr. 
Ireland. They have given us a lot of 
ideas which are money makers and are 
not only willing to cooperate and help 
with any case we might have, but they 
are anxious to do it. These are the 
reasons that I am enthusiastic about 
my company. 

It is an inspiration to know we have 
such a fine, honest-to-goodness bunch 
of fellows at the home office interested 
in our success. We have all the mechan- 
ical equipment one needs to go out and 
sell life insurance. If we keep making 
calls we are bound to run into someone 
every so ofter who can be persuaded 
to buy. But the leaders are the fellows 
who never let down, who keep going 
as best they can. They stay at the top 
because they keep the pressure on— 
they come out fighting and keep hitting 
the ball. 

So let’s use these things that our home 
office is offering—then be a Dempsey, 
be a Cunningham, be a Borah—that is 
the enthusiasm which motivates people 
to buy from you. 
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Enthusiasm 
By James N. Douglas—Syracuse 


Enthusiasm is a sort of a fanaticism; 
an eagerness, a willingness to do; a de- 
sire; an emotion; a complete submission 
to a will or trust that you may have 
for something or somebody. It is im- 
possible to buy it; manufacture it; grow 
it; or have somebody give it to you. 
Be that as it is, if this feeling is in 
our souls at all, we certainly appreciate 
its existence. This feeling should exist 
first because of an appreciation of our- 
selves as individuals: our families, our 
homes, and particularly about this won- 
derful science known to us as life in- 
surance. We should be enthused be- 
cause we have these things to work with 
and for: because we are alive, because 
we have our health. In appreciation of 
these facts, we have definite fundamental! 
obligations to these things such as keep- 
ing ourselves clean in body and mind 
and in personal appearance. 

We all like to feel that we are im- 
portant, that we are necessary to the 
scheme of things, even though we feel 
like the proverbial grain of sand. How- 
ever, what good is a batch of bread 
without a yeast cake; a golf course w th- 
out the hole in the green? This com- 
pany would not be in a convention here 
this morning without you and me; con- 
sequently we are important cogs in this 
wheel; knowing and feeling our import- 
ance, we must not overlook the fact 


that we are very dependent upon others. 
The yeast cake without flour, water, 
salt, and the brains to put them to- 
gether, is useless. You could dig a 
thousand golf holes in a field but with- 
out the rest of the course golf clubs, 
golf balls, and other necessities, you 
couldn’t get a dime a dozen for them. 
We could have policies galore but with- 
out an able and established company 
with honest and efficient management 
and personnel, they would be worthless 
and you and I would be in some other 
business. 

Enthusiasm over our company is pri- 
mary, may they always be right. 

Confidence and enthusiasm are certainly 
closely allied, almost synonomous: en- 
thusiasm is a means of transportation; 
a means of communication; a_ sign 
language as it were. 

People will know what you are, what 
you want to do, how you want to do it, 
if you are enthusiastic. Can’t you see 
that we all will sell more life insurance 
if we are enthusiastic. Get enthusiastic 
about your prospect; about his needs for 
insurance; about what you are going to 
say to him, and how you are going to 
say it. Prepare your case sufficiently 
so that you can become enthused about 
it. Personally I never call on anyone 
unless I have something very definite 
to say to him, because after all why 


should I ask for anyone’s time; why 
should I expect his attention; why 
should I even call on him if I haven’t 
prepared myself with something very 
definite to say to him? 


I have in mind a recent case, a junior 
member of a firm: salary about $250 a 
month. I knew he was married, had a 
daughter ten years old; lived in a com- 
fortable neighborhood, but did not own 
his home, owned a good automobile and 
had $12,000 of life insurance. (A fair 
picture of a fair prospect.) I made up 
(took fifteen minutes of my time) a 
chart of columns showing first his salary 
column of $250 a month; in comparison 
to the income his wife and daughter 
would have if anything should happen to 
him. It was amazing, his interest in 
such a little idea, and his enthusiasm and 
mine for the solution to this situation 
with just a means to an end. It wasn’t 
any real selling job at all; it was just 
a matter of taking his application. 

Then there is cause to be enthusiastic 
about the results of your death claims. 

If your enthusiasm is on the wane and 
if at the end of some day, you come 
into the office, tired, hot, hungry and 
depressed—get out one or two of your 
death claims and read or study what that 
money, “the insurance you sold,” has 
done or is doing. Without exception, 
the results of any death claim is an in- 
spiration, a guide post to the haven of 
enthusiasm. If time permitted, I could 
give you many an illustration of people 
who have been benefitted by life in- 
surance—so can you. 





PHOENIX MUTUAL LIBRARY 
Roll; 





On Library Publicity Honor 
Features Reading Course; 
Mary Thoms, Librarian 

One of the seventy-two libraries to 
be included on the 1941 Library Public- 
ity Honor Roll is the Library of the 
Phoenix Mutual, exhibited at the sixty- 
third annual conference of the American 
Library Association in Boston, June 19- 
25. Miss Mary Alice Thoms is the 
librarian. 

Sponsored by H. W. Wilson Co., New 
York, in cooperation with the Public 
Relations Committee of the American 
Library Association, the Honor Roll 
seeks to stimulate effective public rela- 
tions through its exhibits, which will be 
routed to state and regional library meet- 
ings and schools throughout the country. 
Types of publicity represented included 
annual reports, handbooks or leaflets for 
borrowers, newspaper feature stories, 
book lists, pictures of exhibits, new and 
unusual types of publicity. 

The Honor Roll includes notable ex- 
amples of public, school, college, state 
and special library publicity. Entries 
were judged primarily on their appeal 
to those whom it is intended to reach 
and their effectiveness in interpreting 
the library. 

The Phoenix Mutual has received wide 
attention for its educational work with 
its salesmen, an important part of which 
Is a special reading course arranged by 
the library, 





Canadian Institute Head 


_N. J. Lander, managing director of the 
Continental Life, Toronto, and immediate 
Past president of the Canadian Life In- 
surance Officers Association, was elected 
president of the Life Insurance Institute 
of Canada at the annual meeting at To- 
ronto last week. First vice-president is 
G. W. Bourke of the Sun Life of Canada, 
Montreal, and current president of the 
Canadian Life Officers. Second vice-pres- 
ident is V. R. Smith, general manager 
and actuary of the Confederation Life 
Association, Toronto. 


PETITION FOR RECEIVER 





Against National of Des Moines; Un- 
usual Suit Names State of 
Iowa Plaintiff 

A petition against the National Life 
of Des Moines has been filed in the 
Polk County district court by a Des 
Moines, attorney, asking for the appoint- 
ment of a receiver for the company. The 
action is based on an alleged claim that 
the company has segregated its assess- 
ment business obtained before 1927 into 
two separate groups, one being the pol- 
icyholders of the period prior to 1920 
and the other those from 1920-27; and, 
continues the petition, “thereby discrim- 
inates against the older members . . . by 
thus requiring the first policyholders to 
bear its own mortality without the bene- 
fit of the younger and newer members 
in the second group.” 

The petition states that the Iowa and 
Missouri insurance departments con- 
ducted an examination of the company 
as of September 19, 1940, and found it in 
an unsound condition, and claims that 
the insurance commissioner and the at- 
torney general “has failed to revoke the 
certificate of authority, or has failed to 
apply to this court for a receiver, or to 
require the company to | account and 
properly restore its funds. 

The company was formerly known as 
the National Life Association, and oper- 
ated on an assessment basis before 1927. 

The unusual feature of the case is that 
the attorney, Lehan Ryan, brought the 
action with the state of Iowa named as 
plaintiff “for the benefit of all assess- 
ment certificate holders and former cer- 
tificate holders of the company.” First 
assistant attorney general, Floyd Phil- 
brick, has stated that “no one connected 
with the state brought the suit or au- 
thorized commencement of the suit.” 

The charges are denied by William 
Koch, president of the company. 


VERMONT ASS’N OFFICERS 

The Vermont State Association of 
Life Underwriters has elected the fol- 
lowing officers for 1941-42: president, 
Bart Garrity, Burlington; vice-president, 
Vincent Sassoni, Barre; secretary-treas- 
urer, E. F. Osgood, Burlington; chair- 
man of legislative committee, O. A. Bur- 
bank, Brattleboro, 





SAN FRANCISCO CASHIERS 





Win Founders Trophy; Rochester, Sec- 
ond, Gets Headquarters 
For 1940-1941 

The Life Agency Cashiers Association 
of San Francisco has been awarded the 
Founders Trophy by the national asso- 
ciation, on the basis of points for ac- 
complishments in 1940-41. Second place 
was won by Rochester, where will be 
located the national headquarters. Balti- 
more won third place. 

San Francisco organized the national 
association and was the headquarters for 
the year ending July 1, 1940. Headquar- 
ters the past year was Philadelphia. The 
purpose of the national association is to 
help organize local associations and ar- 
range for the interchange of ideas 
through the official publication, “The 
Cashier.” It is represented by twenty- 
six cities throughout the United States 
and Canada, and has a membership of 
over 700 cashiers. 

President of the Life Agency Cashiers 
Association is William B. Spencer, Re- 
liance Life. Other officers are: first 
vice-president, Arch J. McQuilkin, Fidel- 
ity Mutual; second vice-president, John 
B, DeLano, State Mutual; third vice- 
president, George E. Boswell, Mutual 
Benefit; secretary, Emory K. Peterson, 
Union Central; assistant secretary, Fred 
R. Ellis, Penn Mutual; treasurer, Carl- 
ton E. Woodward, Prudential. The fol- 
lowing are directors: Joseph H. Hahn, 
Massachusetts Mutual; Giles M. John- 
son, Connecticut General; Raymond 
Obendorfer, Provident Mutual; and Rus- 
sell G. Williams, Mutual Life of New 
York. Albert F. White, CLU, Phoenix 
Mutual, is immediate past president. 


MONITOR HANDBOOKS ISSUED 

The Fraternal Monitor has issued the 
1941 editions of the Consolidated Chart 
of Insurance Organizations and also Sta- 
tistics Fraternal Societies, compiled by 
Arthur S. Hamilton and containing de- 
tailed information on life insurance op- 
erations in 1940, 

Copies may be ordered from the Fra- 
ternal Monitor, Powers Building, 
Rochester, N. Y. The chart is available 
in manila for $1, or in red, flexible cover 
for $1.25. Statistics is published in 
manila for $1.25 and in red, flexible bind- 


ing for $1.50. 





War Risks 


(Continued from Page 18) 


benefit on account of military or naval 
service. 

Even in the underwriting of females, 
the automatic inclusion of the rider 
should not be an obstacle, as the only 
ones who would be truly restricted are 
those who might enroll in auxiliary 
groups, such as the Red Cross, Volunteer 
Ambulance Units, Salvation Army, Y. M. 
C. A., Medical Units, Nurses, etc. 

For those in our armed forces, even 
after adoption of the War Clause, our 
regular underwriting rules prior to 
November 21, 1940, will apply on age 
limits, rank, amount, and branch of the 
service. 

Until the adoption of the War Clause 
for all risks, it is impossibe to expect 
any liberalization of the temporary re- 
strictions outlined in our genera] an- 
nouncement of last November. In fact, 
certain cases may receive closer scrutiny 
and might require issuance with a war 
restriction, particularly those originating 
with outside agents who are spreading 
an obvious war hazard risk among 
several companies. You appreciate, I 
know, that we have helped you to avoid 
considerable red tape and extra work 
by not requiring a supplemental signed 
war questionnaire with each application. 


Occupational Hazards 


Aside from war casualties as the di- 
rect result of conflict, the underwriting 
of occupational hazards has been greatly 
complicated by activity in defense work. 

Employes engaged in the manufacture 
of powder and explosives are now ineligi- 
ble at any rate, as the increased hazards 
of the industry itself plus the possibility 
of sabotage can not be covered by any 
regular war clause. For the same rea- 
sons, arsenal employes are not longer 
acceptable. 

Even construction employes erecting 
explosive plants may be working next 
to a plant already in production, or, 
when the building is finished, if they are 
established in the community, they may 
seek permanent employment at the plant. 
_ A rapid increase in man power in any 
industry is accompanied by a higher dis- 
ability and accident rate. Several causes 
contribute to this condition, including 
(1) The hiring of additional green help 
whose inexperience may expose not only 
themselves but also veteran employes; 
(2) Difficulty in promoting safety meas- 
ures and practices at the same rate as 
expansion of the personnel; (3) The 
hasty building and equipping of en- 
larged plants, which were not originally 
intended for high speed production; and 
(4) Possible lowering of personnel effi- 
ciency and accuracy, caused by fatigue 
resulting from overtime work. 

With the excuse that the government 
work is confidential, many employers 
have refused to divulge any occupation 
details to the inspection companies. Mis- 
sionary work has alleviated this condi- 
tion, but I recommend strongly that you 
describe the duties in greater detail when 
completing the application. This is one 
way to avoid an arbitrary rating which 
will be removed only on receipt of con- 
clusive evidence of daily duties. 

During the past decade, our under- 
writing problems have become more and 
more intricate, To meet new conditions, 
we, from time to time, introduce new 
regulations. This is necessary because, 
as a mutual company, it is our duty to 
furnish protection at a minimu cost and 
to divide the cost equitably among the 
various classes of policyholders. The net 
cost of insurance is dependent upon the 
amount of funds available for dividend 
distribution. Please bear in mind that 
we have a heavy responsibility and we 
are doing our best to keep open the 
channel of mortality savings. 
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STELLWAGEN’S NOTABLE 
ADDRESS 

Viewed from all angles the address 
last week in ‘Atlantic City, N. J., by H. 
P. Stellwagen on current trends in the 
casualty business was most timely, par- 
ticularly because he clarified the atmos- 
phere as respects the War Department’s 
comprehensive insurance rating plan on 
cost-plus-a-fixed-fee defense work. For- 
tunately Mr. Stellwagen had an audience 
of agents—the leading producers of the 
Indemnity Co. of North America, of 
which he is executive vice-president. 

To set them straight on the implica- 
tions of the War Department’s new pro- 
gram was one of his chief objectives, 
and his biggest point was that both 
agents and companies must accept with- 
out further debate the proposition that 
a greater proportion of the premium dol- 
lar must be made available for losses. 
Inevitably this will mean that graduated 
expense loadings producing comparative- 
ly less dollars for company overhead and 
agents’ commissions must now be ac- 
cepted as a necessary part of any casu- 
alty rating method. 

Mr, Stellwagen minced no words in 
declaring that the time has come to get 
ready for a new era in which “certain 
new ideas must be grasped and adopted 
if we are to keep our place in the pro- 
cession.” He said the present phase of 
tremendous and ever-expanding produc- 
tion for defense has already brought 
about increased payrolls, influenced by 
over-time pay and bonuses, and this de- 
velopment will sharply increase work- 
men’s compensation premiums and im- 
the underwriting results in that 
classification of business. But what the 
business has failed to appreciate is that 
the United States Government, having 
let most of its defense contracts on a 
cost-plus-a-fixed-fee basis, would take a 
very real interest in every cent of cost 
and would apply the microscope to in- 
surance. 

Reviewing developments leading up to 
the latest move, the speaker reminded 
his audience that “we were first jolted 
out of our complacency by the War De- 
partment’s announcement that it would 
buy its insurance on a competitive bid 
Some stock 


prove 


basis at the lowest net cost. 


companies found themselves excluded 
from that business; strenuously pro- 
tested. Then, within the past month, 


the War Department drafted the plan 
for writing compensation and _ liability 
insurance on defense contracts on a cost- 
plus basis, designed to eliminate the nec- 


essity for competitive bidding. This is 
the plan that has caused so much com- 
ment in both company and agency cir- 
cles—especially the latter—because the 
basis of compensation for agents is now 
a graduated scale of fees to be paid by 
their clients instead of receiving their 
commission from the companies. 

Arguing neither for nor against the 
new plan, Mr, Stellwagen pointed to its 
fundamental implications. First, it calls 
for a greatly reduced overhead expense 
allowance for companies; second, great- 
ly reduced commission rate for agents 
coupled with aforementioned principle 
that they should look to their clients 
for their fees; third, a sharply reduced 
profit to both companies and agents. 
Finally, and in Mr. Stellwagen’s opinion, 
most important, the plan was conceived 
by a Federal authority and presented to 
the state rate-making authorities in such 
a way that it has already been adopted 
by most states, many of which hereto- 
fore have been extremely jealous of their 
prerogatives in the development and 
adoption of rating plans. 

The attitude of the Government thus 
far has made abundantly clear the propo- 
sition that a greater proportion of the 
premium dollar must be made available 
for losses. It means that companies and 
agents alike will have to adopt new 
methods to enable them to render serv- 
ice at less cost, and in working out these 
new methods Mr. Stellwagen urged that 
agents and companies will have to co- 
operate as never before “if we expect to 
solve our new problems with satisfac- 
tion.” 

The implication is therefore clear that 
this is no time for bickering, for creating 
“issues.” 





Herbert Begg, who has been elected a 
director of the Pacific Fire, is president 
of the Wellington Fire Insurance Co., 
and of Shaw & Begg, Ltd., and is chair- 
man of the board of The Trusts & Guar- 
antee Co., Ltd., and a director in a num- 
ber of other Canadian fire insurance in- 
stitutions. 

x * x 


Walter E. Batterson, former mayor of 
Hartford, and at one time with the 
Travelers of which his grandfather was 
president, is chairman of the Hartford 
and Connecticut state committee of the 
Committee to Defend America by Aid- 
ing the Allies. 

x * x 

Glenn C. Tompkins, associated with 
the Canada Life in its sales training and 
research department, has been elected 
to the executive committee of the young 
men’s section of the Toronto board of 
trade. 











General Agent Russell M. Simons, Home 
Life, left, with his son, Private Russell 
A. Simons. 


Russel M. Simons, general agent in 
New York of the Home Life, is shown 
in the above picture with his son, Russell 
A, Simons, now with the United States 
Army as an infantryman stationed at 
Fort Jackson, South Carolina, where 
the Eighth Division is in training. Young 
Mr. Simons has had two and a half years 
of insurance experience with Chubb & 
Son since his graduation from Governor 
Dummer Academy in Massachusetts. He 
was drafted for military service last 
March. His father reports that he is 
having a happy experience at camp, likes 
army life, has gained in weight and is in 
excellent shape. 

* * 

Morris Pike, vice-president and actuary 
of Union Labor Life of New York, ob- 
served his tenth anniversary with that 
company on July 1. He is well known 
in actuarial circles being an associate in 
both the Actuarial Society of America 
and Casualty Actuarial Society. Before 
entering the company ranks Mr. Pike 
was an examiner with the New York 
Insurance Department, and has had ex- 
tensive experience in all phases of life 
company operations. Prior to his Union 
Labor connection he was actuary of 
Unity Life & Accident Insurance Asso- 
ciation of Syracuse. Mr. Pike is also 
the author of a book “America Insures 
Itself,” and an authority on mortgage 
insurance on which subject he recently 
wrote a long article. 

- “Ss oe 

Peter E. Tumblety, vice-president, 
Empire State Mutual Life of New York, 
on a recent Mid-west trip, was given 
a luncheon in Kansas City by his old 
friend, Col. John P. Mullane and his 
associates. Col. Mullane is general agent 
of the Columbian National Life with 
which company Mr, Tumblety spent 
many years as head of the claim depart- 
ment countrywide. 

* * 

Julien H. Hill, a director of the Vir- 
ginia Fire & Marine, was recently pro- 
moted from president to chairman of 
the board of directors of the State- 
Planters Bank & Trust Co., Richmond, 
Va. 

* * * 

Ralph G, Malone, rating officer of the 
Cuban Association of Fire Insurance 
Companies, who has been visiting in 
New York, left by plane for his post in 
Havana last week. The Cuban associa- 
tion is composed of all companies oper- 
ating on the island. Before going to 
Havana, Mr. Malone was chief engineer 
of the Louisiana Rating Bureau. 

* 


R. W. Michael, manager of the South- 
ern department of the Fireman’s Fund 
group, Atlanta, is convalescing from a 
recent operation. 





Holger Jensen, manager, engineering 
division, Maryland Casualty, has been 
appointed a member of the State of 
Maryland Traffic Safety Commission by 
Governor Rk. O’Conor. In tendering 
Mr. Jensen the appointment, which is 
for a period of four years, the Governor 
wrote: 

“This appointment is in recognition 
of the valuable services you have here- 
tofore rendered and of the great assist- 
ance you have given to the work of this 
commission. I| take this occasion to 
commend you highly for your unselfish 
and public-spirited attitude.” As a mem. 
ber of the Statistical Committee of a 
previous State Traffic Safety Committee, 
Mr. Jensen directed the drafting of a 
uniform motor vehicle accident report 
form adopted for use throughout the 
state. 

eo eS ik 

Miss Camilla Hyer, daughter of Mr. 
and Mrs. Harold Hyer of Glen Ridge, 
N. J., and John Philip Van Sant, Jr., son 
of Mr. and Mrs. Van Sant of Glen Ridge, 
were married on June 28. The cere- 
mony was held at the Summer home 
of the Hyers at Monmouth Beach. Dr. 
Archibald G. Sinclair, pastor of the 
First Presbyterian Church of Bloomfield, 
officiated. Mr. Hyer is a well known 
New York insurance adjuster and was 
insurance director of the New York 
Word’s Fair. 

et ee 

Elbert S. Brigham, president National 
Life of Vermont, was recently honored 
by the University of Vermont when the 
degree of Doctor of Laws was conferred 
upon him, by Newman K. Chaffee, acting 
president of the University. Professor 
Krederick Tupper presented Mr. Brig- 
ham, reading the following citation: 
“Elbert Sidney Brigham, Bachelor of 
Science of Middlebury and _ honorary 
Master of Science of this University; a 
man of affairs, successively State Com- 
missioner of Agriculture, rendering large 
service to his country in the Great War, 
congressman, and president of the Na- 
tional Life Insurance Company, thus 
playing in his time many parts, yet find- 
ing ever deep happiness in week-end 
retreats from the world to his St. Albans 
farm and the company of his flocks and 
herds.” 

i 7 Oe 

W. Eugene Harrington, vice-president 
of Spratlin, Harrington & Thomas, At- 
lanta agency, is assured of election as 
one of the five new members of the 
Mortgage Bankers Association of Amer- 
ica’s governing body. He has been nom- 
inated and this is tantamount to election 
at the organization’s annual meeting in 
New York next October. Mr. Harring- 
ton is a past president of the Atlanta 
Chamber of Commerce. 

x * x 


Laurence J. Ackerman, professor of 
insurance at the University of Newark, 
N. J., is handling local arrangements for 
the American University Teachers of In- 
surance meeting in New York City this 
December. Mr. Ackerman is also edu- 
cational director of the New Jersey As- 
sociation of Insurance Agents. 

oe Cf 

Taylor B. Harrison, well known insur- 
ance agent of Charlotte, N. C., has be- 
come associated with the McDonald In- 
surance Agency in that city as vice- 
president. For the last eight years he 
represented the Investors Syndicate in 
the western North Carolina territory, 
maintaining headquarters in Charlotte. 
For many years before that he was rep- 
resentative in Charlotte for the Atlantic 
Life. 

8 oe 

Miss Gertrude Emmons retired on July 
1 after nearly thirty years of service to 
the Yorkshire at the home office in New 
York City. She was secretary to the 
office manager and highly regarded by 
the organization. 
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Roy Tuchbreiter 
Many insurance men have been guests 
of the thousand acre ranch in southern 
Oregon owned by Roy Tuchbreiter, first 
vice-president of the Continental Casual- 


ty and also vice-nresident of its lite 
company affiliate, the Continental Assur- 
ance. 

Mr. Tuchbreiter acquired this ranch 
two years ago for the purpose of rais- 
ing Hereford cattle for the market and 
Guernseys for his operative dairy. The 
ranch extends for five miles of fertile 
valley, carrying the cool waters of a 
mountain stream in which native trout 
and salmon are plentiful. The entire 
county abounds with wild game and 
deer hunting is possibly the best to be 
found anywhere in the country. He has 
a large producing orchard and several 
acres are entirely sprinkled during the 
Summer months for the purpose of rais- 
ing vegetables. All of the ranch is elec- 
trically equipped, power being furnished 
by its own electric system. One of the 
unique conditions of the ranch is its 
location at the very uppermost of the 
valley, so that no other ranchers are 
located anywhere between his and the 
southern Oregon forest preserve of 
many thousands of acres. 

On August 11 the Continental Assur- 
ance will celebrate its thirtieth anniver- 
sary at the Edgewater Beach Hotel in 
Chicago. There will be a_ three-day 
meeting of the principal club of that 
company, after which a number of the 
qualifiers will entrain for a week’s con- 
vention at Sun Valley, Idaho. Mr, Tuch- 
breiter will preside at both these gather- 
ings, and will go from Sun Valley to 
his southern Oregon ranch. 

In addition to a predilection for hunt- 
ing and fishing Mr. Tuchbreiter is a 
naturalist, being a lover of all out of 
door life. 

oe 


The Stuyvesant’s Statue of Peter 
Stuyvesant 


The New York Times has been run- 
ning a letter about statues of Peter 
Stuyvesant, the famed peg-legged gov- 
ernor of New Amsterdam before it be- 
came known as New York City. There 
Is a statute of Peter Stuyvesant in the 
offices of the Stuyvesant Insurance Co. 
Writing to the New York Times C. A. 
Siedel, secretary of the Stuyvesant, says: 

“The Statue of Peter Stuyvesant 
which has been the trade symbol of the 
Stuyvesant Insurance Company, which 
was organized in 1850, is a life-size one 
which at one time stood in front of our 
offices on the Bowery, Broadway, and 
later on Park Row. 

“This symbol is still the trade-mark 
of the company and the old statue is in 
an honored position in the office of the 
company. The statue has been in exist- 
ence since 1860 and after it served its 
time in front of the office of the com- 
Pany it was renovated and used in the 
directors’ room for a period of years.” 

There are a number of statues of 
People in head offices throughout the 





























country, most of the subjects being for- 
mer heads of insurance companies. 
ae on 


London Brokerage Firm Started 
in 1787 


One of the oldest brokerage houses in 
the world is that of Harris & Dixon, 
Ltd., London. It also engages in ship 
brokerage, coal and oil contracting. 

The business was started in 1787 us 
Burton & Bentley when it engaged in 
operation as insurance brokers, coal 
factors and ship brokers. It kept that 
neme until 1846 when it became Harris 
& Dixon. Ten years later name was 
changed to Dixon, Harris & Angier, and 
firally it became a limited liability com- 
pany under its present name. One of 
those active in the company is Clifford 
Walter. 

x * * 
Visitors From Honolulu 


Florence Devereux Hansson of Alex- 
ander & Baldwin, Ltd., a large Hawaiian 
outfit which among other interests rep- 
resent a fleet of insurance companies, is 
in New York City with her husband, 
Frederick Hansson, a Honolulu sugar 
technologist who is with the Hawaiian 
Sugar Planters Association’s experi- 
mental station. Her last trip here was 
four years ago when she toured the 
world. On that journey she met lead- 
ing insurance men of many countries. 
Upon leaving New York City Mr. and 
Mrs. Hansson will visit some of the na- 
tional parks of the West, including Yel- 
lowstone. While here the Hanssons have 
been guests of Mr. and Mrs. Wilfred 
Kurth at the Hotel Plaza. 

Mrs. Hansson says Hawaii is thriving, 
with sugar and pineapple people un- 
usually busy, National Defense projects 
working on a stimulated scale, and Navy 
having a growing number of workers. 
The Clippers are becoming more popular 
and many Americans are now traveling 
to the Orient that way, she said. 

Alexander & Baldwin, Ltd., have re- 
cently taken on the fire representation 
of the St, Paul Fire & Marine. Other 
companies represented are the Home, 
Springfield F. & M., Commonwealth, 
American Alliance, Union of Canton, 
New Zealand, Queensland, Switzerland 
General of Zurich, Globe Indemnity and 
Union Central. 

During the week Mrs. Hansson paid a 
visit to the Springfield F. & M. 

See hier 


The Late George Blumenthal 
George Blumenthal, president of the 
Metropolitan Museum of Art, who died 
last week, was an outstanding figure for 
many years in the great worlds of finance 
and philanthropy, and was a director of 
the Continental Fire and Niagara Fire. 
He was chairman of the finance com- 
mittee of the Continental and had been 
a director of the company since 1907. 
He was the type of director who took 
an intense interest in affairs of insurance, 
He had been one of the closest personal 
friends of the late, great Henry Evans, 
former head of the America Fore. 
Mr. Blumenthal, who came over here 





from Germany at the age of 27, became 
associated with the banking firm of 
Speyer & Co. and in 1893 became a 
partner in Lazard Freres. At the time 
of his retirement from Lazard Freres 
he had been senior partner twenty-one 
years. He and the late J. P. Morgan 
were the principal art collectors of New 
York. In 1928 Mr. Blumenthal gave 
$1,000,000 to the Metropolitan Museum. 
In 1932 he sold his Paris collection con- 
sisting mostly of Eighteenth Century 
masterpieces. In 1925 he gave a million 
francs to the Sorbonne, old Paris uni- 
versity. In 1937 he presented to the 
New York Public Library a valuable 
collection of original editions of the 
works of Anatole France and other 
French authors. All the books were in 
special fine bindings by Gruell. These 
represented a collection of nearly a life- 
time, 

Greatest social welfare interest of Mr. 
Blumenthal was in the Mt. Sinai Hos- 
pital of which for many years he was 
president. Altogether his total gifts 
to the hospital amounted to $2,000,000. 
The hospital has a medical staff of more 
than 200, with more than 500 additional 
physicians and surgeons connected with 
the dispensary or out-patient depart- 


ments. 
ae 


Magazines Glorify Violators of Traf- 
fic Regulations 

One of the most irritating features of 
current smart-aleck personal biographi- 
cal stories in such magazines as The 
New Yorker is the manner in which au- 
tomobile driving of the subjects written 
about are played up with some sort of 
glorification if they violate the traffic 
laws, It seems to these biographers that 


if the subject of their review is a speed 
demon, or in other ways is indifferent 
to the rights of the public while driving, 
he is a person who is displaying some 
sort of independence or individuality 
which takes him out of the regular rut 
in an attractive sort of manner. 

Some time ago a story was printed 
about Joe Louis, the prizefighter, which 
disclosed that he liked riding along high- 
ways at seventy miles an hour. 

The latest biographical sketch to come 
to the attention of the writer is the pro- 
file in The New Yorker of June 7 de- 
scribing Douglas Leigh, 31-year-old 
genius who employs animated cartoon 
artists to devise ingenious flickering, 
story-telling electric light advertising on 
Broadway for his clients. According to 
this story Leigh and his wife, who live 
on Beekman Place, New York, get into 
an automobile three times a week to go 
up and down Broadway to see his elec- 
tric signs. The story goes on to say: 

“They go as far north as Sixty-fifth 
Street and Central Park West, where 
Leigh makes an illegal U turn, bringing 
into view his Schenley whiskey sign over 
the southern side of the circle. Crawl- 
ing down Broadway at a pace which 
hampers all other vehicular traffic he 
peers delightedly at jobs he has done 
for Gillette, Silex and Bromo-Seltzer. 
When he gets to Thirty-ninth Street 
and Seventh Avenue he makes another 
illegal U turn. He then starts north 
again in order to get a head-on look at 
his Four Roses sign at Forty-eighth 
Street. When he reaches Forty-third or 
Forty-fifth Street he makes an illegal 
left turn, drives to Eighth Avenue and 
up to Forty-sixth, and turns east, legally, 
stopping half way down the block. To 
date Leigh has been let alone by the 
traffic cops.” 

Why is Leigh let alone by traffic cops? 
Why is he continuously able to make 
illegal U turns? It might not be inad- 
visable for the public relations division 
of the Association of Casualty & Surety 
Executives to write a letter to the editor 
of The New Yorker and call his atten- 
tion to the play that is given in its col- 
umns to traffic law violators. 

+ ££ * 


Cost-Plus-Fixed Fee Contractors 


Washington Review, published by 
Chamber of Commerce of the United 
States, says Cost-Plus-Fixed Fee con- 
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tractors are regarded by the Department 
of Justice as instrumentalities of the 
Federal Government. It thinks that from 
such a broad ruling there thay be many 
consequences, but the Department of 
Justice has its eye on state sales and 
use taxes. It is contesting attempts by 
states to levy such taxes on materials 
purchased by fixed fee contractors on 
the theory that the purchases are on 
account of the Federal Government and 
that it cannot be taxed without consent 
of Congress. 

Continuing, Washington Review says: 

“In this position about taxes there is 
a pretty fine distinction; because the 
attitude is that, if the tax is paid by 
the seller and included in his price with- 
out identification of the tax, there is no 
objection on the part of the Department 
of Justice. 

“In May, in dealing with exemptions 
for RFC’s corporations, the Treasury 
Department took a position that on the 
basis of policy there should be no ex- 
emption from state sales and use taxes. 
It thought that states and municipalities 
should be able to derive additional reve- 
nues from defense activities, to pay for 
their increased expenses because of these 
activities. 

“Undoubtedly, from the point of view 
of the Department of Justice, the Treas- 
ury Department talks about the law as 
it should be, whereas the Department of 
Justice talks about the law as it is. 

“Some new cases for the Supreme 
Court obviously are brewing.” 

x * * 
British Announce Valuation Rule 
For Commodity Insurance 


The British Government War Risks 
Insurance Office has announced that 
henceforth all applications for insurance 
on a facultative basis must specify the 
basis of valuation applicable to the goods 
to be insured. Acceptance of insurance 
is now conditional upon approval of 
such basis. 

e “és 


“Be Proud of Hartford” Week 


The “achievement campaign” of the 
Hartford Chamber of Commerce includes 
“Be Proud of Hartford” Week. While 
Hartford is best known because of its 
insurance companies the city today ranks 
thirteenth among all areas of the country 
in dollar volume of defense contracts 
awarded its manufacturing plants, and 
fifth in volume of contracts per family 
of residents. 

* * & 


London Broker Leaves Nearly 
£200,000 


R. H. Lindley, well-known London in- 
surance brokér, who died recently at 
the age of 67, left £197,607 (net #£173,- 
275). Estate duty of £56,743 has been 
paid. Mr. Lindley was chairman of 
Hartley Cooper & Co., insurance brok- 
ers, and of the Salvage Association. 
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Duxbury Thirty Years 
With North British 


ON ~ ANNIVERSARY 
Shallcross Host a iue on July 1 
to Assistant United States Manager 

of Group 


HONORED 


On Tuesday morning, when George H. 
Duxbury, assistant United States mana- 
ger of the North & Mercantile 
Group, stepped into his office at 150 Wil- 
liam Street, New York, he found floral 
and congratulatory tributes on his desk 


British 





Blank & Stoller. 
DUXBURY 


GEORGE H. 


giving notice that his associates and 
friends in the home office had not for- 
gotten that July 1 marked his thirtieth 


anniversary with the organization. 


At the Bankers Club Manager C. F. 
Shallcross tendered him a complimentary 
luncheon attended by officers and de- 
partment heads. As toastmaster, on be 


Manager Shall- 
lauded Mr. Duxbury for many 
loyal service and for his steady 
progress; and then introduced Assistant 
Manager J. L. Mylod, who also spoke 
on Mr. Duxbury’s career with the or- 
gz ranization. 

Mr. Duxbury has been with the North 
British Group since July 1, 1911. He 
joined the company as clerk in the Mid- 
dle department and then served in vari- 
us underwriting positions, including map 
clerk and examiner, up to the time of the 
World War when for two years he served 


half of those present, 


cross 


years’ 


in the United States and abroad with 
the Marine Corps. Returning to the 
North British, Mr. Duxbury was placed 
in charge of the New Jersey depart- 
ment in 1919, 

Four years later he became general 
inspector and on January 1, 1924, was 


appointed special agent for eastern New 
York, with headquarters at Albany. After 
serving four years in the field he was 


recalled to the Middle department at the 


home office as assistant general agent, 
and in 1933 was advanced to general 
agent. Two years later he was appoint- 


ed secretary in charge of the Western 
department; and then assighed to admin- 


istrative duties also with the title of 
secretary, later being made assistant 
manager of the North British and vice- 
president of the four associated com- 


panies. 


_the Ventnor City Council. 


Col. F. K. Hickman Dies 


Colonel Frederick K. Hickman, a civic, 
fraternal and business leader of Atlantic 
City and suburbs, died of a cerebral 
thrombosis Wednesday in Jefferson Hos- 
pital at Philadelphia. His age 
His home was in Absecon. 

Colonel Hickman was president of the 
C. J. Adams Co., insurance and real 
estate agency at Atlantic City; past- 
president of the New Jersey Association 
of Insurance Agents and long a leader 
in accident prevention work; a former 
president of the Atlantic City Chamber 
of Commerce and former president of 
He formerly 


was 60. 


headed also the State Highway Safety 
Committee, Absecon Island Commun‘ty 
Chest, the Atlantic City Kiwanis Club 


and the Council of Boy Scouts. He had 
served on the Atlantic County Tax Relief 
Committee. 

Born in Bucks County, Pa., Colonel 
Hickman was graduated from the Uni- 
versity of Pennsylvania. He was deco- 
rated for bravery in the Meuse-Argonne 
drive during the World War. 


KNOWLAN LIEUT.-COLONEL 

Joseph R. Knowlan of Philadelphia 
has been advanced to a lieutenant-colo- 
nel in the United States Marine Corps. 
He is senior partner of the firm of 
Knowlan, Thorpe & Co., publishers of 
“Schmidt Surveys” and insurance in- 
spectors, Philadelphia, with which busi- 
ness he has been associated for thirty- 
one years. Mr. Knowlan saw two years’ 
service in the first World War in the 
United States Marine Corps, aviation 
branch. Aside from his activities in 
military organizations, Mr. Knowlan has 
been secretary of the Insurance Society 
of Philadelphia since 1934 and was most 
loyal grand gander of the Order of the 


Blue Goose in 1939-1940. 


Frank A. Christensen, vice-president 
and director of the Continental and 
other companies comprising the America 
Fore Group, was elected chairman of the 
executive committee of the National 
Board of Fire Underwriters at its or- 
ganization meeting June 26 at the board’s 
offices at 85 John Street. He previously 





FRANK A. CHRISTENSEN 


had served as chairman of the board’s 
actuarial bureau committee. 

John QO. Platt, vice-chairman of the 
board of the Insurance Co. of North 
America, resigned as a member of the 
executive committee and John A. Die- 
mand, president of the company, was 
elected to serve the remaining two years 


of Mr. Platt’s term, 
Tribute Paid to Wyper 
The executive committee took occa- 


sion at this meeting, the first since the 
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STANDARD INSURANCE COMPANY 
OF NEW YORK 


Statement December 31, 1940 

















Securities carried at $246, 
in various States as required by 

On the basis of December 
and stock owned, 
$8,208,501.58 and the Surplus to 


A. J. Couch, Vice-President 


Capital ee $1,500,000.00 
Pameuam meserve: ns 3,540,980.26 
Other Liabilities = 506,799.25 
Surplus to Policyholders 4,047,923.55 
*Total Assets 8,095,703.06 


* New York Insurance Doparunent Valuation Basis. 
67.55 Rend the above statement are deposited 


340 Market Quotations for all bonds 
s total Admitted Assets would be 
licyholders $4,160,772.07. 


Geo. Z. Day, President 


this un 
Bo 


TWO STANDARDS 


An unusual combination of financial strength. 
Community of interests and practical cooperation with agents. 


STANDARD SURETY & CASUALTY CO. 
OF NEW YORK 
Statement December 31, 1940 


. C. Kline, Sceretary 














Capital ..$1,060,000.00 
Claims and Claim Expense Reserve... 2,067,928.13 
Premium Reserve 1,537,394.60 
Other Liabilities 291,398.65 
Surplus to Policyholders 2,190,319.32 
*Total Assets 6,087,040.70 





e basis of December 31, 


and Stocks owned, this Company’ 





* New York Insurance Department Valuation Basis. 


s total Admitted Assets would be 
$6,220,442.53 and the Surplus to Policyholders would be $2,323,721.15. 


New York Offices: 80 John St. 


Geo. Z. Day, President 

Chas. E. Meath, Vice-Pres. & Secretary 
Insurance Exchange, Chicago 

A. J. Couch, Resident Vice-President 


0 market quotations for all Bonds 


Fred J. Theen, Asst. Secretary 








Christensen Chairman Executive 
Committee of the National Board 


board’s annual meeting in May to pay 
tribute to James Wyper, vice-president 
of the Hartford Fire, for twenty-five 
years of active, continuous and constant 
service as an officer and committeeman 
of the National Board. Mr. Wyper’s 
service to the board began in 1916 when 
he was appointed chairman of the actu- 
arial bureau committee. He also has 
been chairman of the committee on ad- 
justments and of the committee on laws, 
vice-president of the board, and was 
president from May, 1929 to May, 1931. 


Christensen Career 


Mr. Christensen occupies in the Amer- 
ica Fore Group the position next to 
President Bernard M. Culver in execu- 
tive authority. His progress since he 
joined the group has been constant and 
his experience has covered a wide range, 
At an early age he revealed executive 
talent of a high order which has since 
been fully demonstrated. 

Born in Greenwich, Conn., Mr. Chris- 
tensen was educated in Hartford to 
which city his family moved. On leav- 
ing school he went to work for the 
Orient Insurance Co. in the fire under- 
writing department. In 1914 he joined 
Troop B of the Connecticut cavalry and 
two years later was sent to the Mexican 
border for six months. During the first 
World War he served with the 10lst 
Machine Gun Battalion of the 26th Divi- 
sion and in August, 1918, was commis- 
sioned a second lieutenant and assigned 
to the 314th Infantry of the 79th Divi- 
sion, serving in France and Belgium. 

After the war Mr, Christensen re- 
entered insurance as an inspector for 
the Automobile of Hartford, inspecting 
fire risks in the East. Shortly there- 
after he was made a special agent in 
charge of the New York suburban field. 
On August 1, 1921, he became a special 
agent of the American Eagle in Con- 
necticut and western Massachusetts. He 
was transferred to the home office on 
January 1, 1924, being promoted to 
agency superintendent in charge of the 
middle department for the American 
Eagle. In the same year he was made 
an assistant secretary of all the com- 
panies in the group and later he was 
advanced first to secretary and then vice- 
president. 

When all the companies in the Amer- 
ica Fore Group were put under one 
management in 1924 Mr. Christensen 
took an important part in setting up of 
the unit system. As assistant to Paul 
L. Haid he displayed extraordinary abil- 
ity. In 1931 when Mr. Haid became 
president of the Fidelity & Casualty Mr. 
Christensen assumed an important role 
in management of the company and later, 
as vice-president, was the dominant fac- 
tor in the rebuilding of that company. 

Mr. Christensen in June was re-elected 
to the chairmanship of the agency and 
public relations committee of the Asso- 
ciation of Casualty & Surety Executives. 
This committee is one of the busiest in 
the organization. Mr. Christensen is 
also on the executive committee of the 
association and serves in a similar capac- 
ity with the National Bureau of Casualty 
& Surety Underwriters. 





TRI-COUNTRY AGENTS’ OUTING 


The annual outing of the insurance 
agents of Hunterdon, Sussex and War- 
ren Counties, N. J., will be held at the 
Harkers Hollow Golf Club, Phillips- 
burg, on Wednesday, July 16. The Tri- 
County Association has invited all 
agents, fieldmen and company officers 
F. Roy Baxter of Phillipsburg is in 
charge of arrangements. 





VERMONT AGENTS MEET SEPT. 16 

The Vermont Association of Insurance 
Agents will hold its annual meeting at 
the Woodstock Inn, Woodstock, Vt., on 
Tuesday, September 16. 
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Wm. P. D. Bush of American 


Secretary of Group Has Largest Private Collection of Fire 


and Marine Books; Son of Late President 
of Dixie Fire 


' Jennie Sue Daniel 


William P. D. Bush, secretary of the 
companies of the American Group, New- 
ark, began collecting insurance books 
three weeks after he entered the insur- 
ance business in 1919. Today his library 
is composed of upwards of 2,500 books 
on fire and marine insurance, thought 
to be the largest private collection of 
books on the subject in existence. The 
library is housed in his bachelor quarters 
at the Essex Club, Newark. 

They are in English, French, German, 
Italian and Latin—and Mr. Bush reads 
them all in the original. The oldest 
book in the collection is in Latin, pub- 
lished in 1552. While he believes he 
has every book on fire and marine in- 
surance ever published in the United 
States, he prizes most highly the for- 
eign language books devoted to the early 
davs of the business. 

The European war _ has _ presently 
stopped his collection in the foreign 
field. For years agents in London, Rome, 
Paris and Berlin had been collecting for 
him every fire and marine book, old and 
new, that came into their hands. 

While he has been collecting his library 
and devoting much time to the academic 
and theoretical side of the business, he 
has continued to be a working insurance 
man with practical underwriting knowl- 
edge 


Son of H. R. Bush 


Mr. Bush was oe in Louisville, Ky., 


in 1897, the son of Harry R. and Mrs. 
Bush, Mr. H. R. Bush having been at 
that time special agent for the Cale- 


donian Fire. In 1909 he became presi- 
dent of the Dixie Fire of Greensboro, 
N. C., continuing in that office until his 
death in 1934. He was one of the best 
known and most popular insurance men 
in the South. His name was so closely 
identified with the Dixie it was generally 
believed he had organized it, when it had 
in fact been in operation for three years 
when he became its president. 

sill Bush went to the University of 
Virginia, but left before graduation to 
become a motor ambulance driver in the 
World War. He remained with the Army 
of Occupation after the armistice, re- 
turning to this country late in 1919 and 
going to the home office of the Niagara 
Fire for a year. He was then made 
assistant special agent with State Agent 
Cliff G. Key, now with the Home of 
New York, traveling Georgia, Florida 
and Alabama, with headquarters in At- 
lanta. 

In 1922 he became special agent for 
the Niagara in Louisiana, and from 1924 
to 1934 was special agent for the Hart- 
ford Fire in Louisiana with headquar- 
ters in New Orleans. During that time, 
he was in proximity to the Latin-Amer- 
ican countries and absorbed a great deal 
of knowledge of them which was to fit 
him for his present work with the Amer- 
ici in, 

Joined Dixie in 1934 

The Bushes, father and son, had a 
theory which they put into practice, that 
the son should make his own way with- 
oe recourse to the influence of the 
father, so although the Dixie had be- 
come a member of the American Group 
in 1929, it was not until after the death 
of Harry R. Bush that Bill Bush came 
to Greensboro as associate manager of 
the Carolina-Virginia department of the 
American Group. 

He went to the home office as secre- 
tary of the companies and also secretary 
of the boards of directors of the compa- 
nies in 1938. His advent was to herald 
a hegira of Tarheelers to the head office. 
A few months later B. C. Vitt, former 
vice-president of the Dixie and for many 
years Harry Bush’s right-hand man in 





the management of that company, be- 
came vice-president of the American 
Group, and John P. Young, Jr., former 
superintendent of the Dixie’s loss de- 
partment, was made assistant secretary. 

As secretary of the companies, Mr. 
Bush is in charge of automobile and ma- 
rine underwriting, and of foreign busi- 


ness. He has planted the company in 
Cuba, Mexico and Puerto Rico and 
probably will extend it to other Car- 
ribean islands and Central American 


countries not under jurisdiction of the 
American Foreign Insurance Association 
of which the American Group is a 
member. 


Travels by Air 


Practically all of his trips to Mexico 
and the Islands are made by plane. His 
preference is to appoint natives of each 
psinetn as representatives, as he has 
found them more satisfactory. The 
thoroughness with which he does this 
work is illustrated in an experience he 
had in Cuba last May, aboard a Cuban 
National plane from Antilla to Havana. 

A sudden and acute banking of the 
plane, which should have been in sight 
of the Havana Airport, caused him to 
discover that the plane was circling low 
over a sugar mill; then came the circling 
of another and yet another sugar mill, 
clearly showing that the pilot was lost. 
Finally the sugar mill circling revealed 
to Mr. Bush a mill which he had inspect- 
ed the preceding Fall. He had climbed 
ta the roof and taken photographs, but 
when he went into the cockpit and tried 
to persuade the pilot that he was miles 
off the course, the pilot would not believe 
him. He went back and nersuaded some- 
one who had a better command of Span- 
ish to speak to the pilot, who finally 
was satisfied and the plane made a land- 
ing in a ball park without accident. Pas- 
sengers gave him credit for having saved 
their lives. 

Doubtless it is gratifying to him that 
his inspection was so thorough he could 
not be mistaken over the name of the 
mill and its location in a strange coun- 
try, but there is one feature of that in- 
cident that makes Bill Bush tear his 
hair. He has devoted years of study to 
languages, mastering Italian, French and 
German, and finds no difficulty in read- 
ing old insurance tomes in Latin. Now 
it develops that it is Spanish he needs, 
and Spanish he is going to have. He 
is taking lessons at the Berlitz School 
of Languages in New York, but finds it 
difficult to give sufficient time to it. 
If he takes a vacation this Summer, it 
will be to Mexico City where he will 
be exposed to it daily. 

Active in Educational Work 

Bill Bush is a worker in the Insurance 
Institute of America. He took its fire 
and marine course in 1922 and since then 
has been instrumental in establishing in- 
surance societies to sponsor the lecture 
courses and examinations in Greensboro, 
New Orleans and Newark. He directs 
the courses in Newark and frequently 
lectures before the classes. The Amer- 
ican encourages its employes to take the 
courses. When one of them passes the 
examinations successfully, his tuition fee 
is refunded; if he passes with honors, 
the refund is doubled and there is a 
top prize for the outstanding student of 
the company. 

His four-decker name, William Pope 
Duval Bush, springs from a family tra- 
dition which has its roots in the War of 
1812, when his great-grandfather Bush 
fought under General William Pope Du- 
val, later to become the first Governor 
of Florida. Duval County, in which 
Jacksonville is situated, was named for 
the general, So was the first-born son 
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New York Insurance Department Ques- 
tionnaire Asks Fire Companies to 
Describe Their Practices 

The New York Insurance Department 
has sent a questionnaire to all fire com- 
panies operating in the state asking for 
information relative to the handling of 
financed premium business. This move 
follows complaints received from the 
Savings Bank Association and other 
sources that mortgagee interests are not 
always being properly protected, particu- 
larly — reference to cancellations of 
coverag In order to secure a full pic- 
ture of plc practices Insurance Su- 
perintendent Louis H. Pink is asking the 
companies the following questions: 

I. Has your company any special ar- 
rangement or arrangements with any 
other corporation, firm or institution for 
the financing of insurance premiums? If 
so, list the same and show as to each 
such company whether it is in any way 
affiliated with, a subsidiary of, or a par- 
ent of your company. Also kindly ad- 
vise us as to the procedure followed, 
with particular reference to: 

(a) Giving to mortgagees and others 
by way of endorsement or otherwise 
notice that the premium is financed. 

(b) Interest charges, if any. 

(c) The termination of policies in the 
event of default. 

(1) Is a short rate or pro rata basis 
used ? 

(2) To whom is the 
paid ? 

(3) What position is taken with re- 
spect to mortgagee’s interest? 

II. In cases where agents of your 
company arrange the financing of the 
premiums, kindly furnish the same in- 
formation requested in (a), (b) and (c). 


return premium 





Pennsylvania Agents To 
Hold Meeting Sept. 15-17 


The fifty-second annual convention of 
the Pennsylvania Association of Insur- 
ance Agents will be held on Monday, 
Tuesday and Wednesday, September 15, 
16 and 17, at Shawnee Country Club, 
Shawnee-on-Delaware. This is in the 
Pocono region about four miles from 
Stroudsburg, Monroe County, Pa. 

The convention proper will be pre- 
ceded by a meeting of the board of di- 
rectors on Sunday night, September 14. 
All convention sessions will be held in 
the forenoon, leaving the afternoons and 
evenings free for recreation and social 
affairs. The annual banquet will be held 
Tuesday night, September 16. The Shaw- 
nee Country Club occupies Buckwood 
Inn at Shawnee-on-Delaware and is not 
to be confused with Buck Hills Falls at 
Cresco. 





BABY GIRL TO ACKERMANS 


Professor Laurence J. Ackerman of 
Newark University is the proud father of 
a baby girl, Miss Margaret Ellen, born 
recently. This is the first child in the 
Ackerman family and her arrival has 
brought great happiness to Professor and 
Mrs. Ackerman. 





INDEPENDENT BROKERS OUTING 


The Independent Brokers Association 
of Brooklyn will hold a boat ride next 
Tuesday, July 8, up the Hudson River 
to Bear Mountain. Irving Gabel is 
chairman of the entertainment com- 
mittee. 





of the young Bush, who complimented 
his commanding officer by insisting that 
the entire name be handed down. In 
the next generation, Harry R. Bush had 
a brother who was to carry on the name, 
but who died in childhood. It was nat- 
ural in the Bush family for Mr. and 
Mrs. Harry Bush to restore the name in 
their oldest son. 


Mrs. Harry Bush continues to live in 
Greensboro, There are three daughters 
in the family, and one other son, Mark 


L., who is West Virginia special agent 
for the Northern Assurance. 
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New England Agents Conclude Fine 


Gathering at Eastern Point, Conn. 


Blackall, Ackerman, Smith Among Speakers; Midyette Pre- 
sented With Nautical Clock; Ideal Weather 


During Convention 


By Frank L. Armstrong 


The twentieth annual mid-Summer 
convention of the New England Associa- 
tions of Insurance Agents came to a 
successful close on June 27, at The 
Griswold, Eastern Point, Conn., follow- 
ing three days of general discussion of 
both agency and 
interspersed with 
and 


insurance problems, 


company, plentifully 
golf, bridge, 
tennis. This year’s convention brought 
out one of the largest gatherings in re- 
cent years, and was a fine, representative 
group of agents, fieldmen and company 


swimming, boating 


officials. 

It was just fifteen years ago that the 
convention was held at Groton and the 
Connecticut Association left nothing un- 
done to make the visit of the agents 
from the northern an occasion 
long to be remembered. Ideal weather 
conditions prevailed throughout the con- 


states 


vention. 
Get-Together Dinner 


The affair opened with the usual get- 
together-dinner with Chairman Harold 
W. Hatch of the New England Ad- 
visory Board presiding. Greetings were 
extended from the Connecticut Associa- 
tion by President Edwin S. Cowles, with 
greetings from the National Association 
by President Payne Midyette. 

Tom Collins, assistant to the publisher 
of the Kansas City Journal and well 
known lecturer, delivered his inimitable 
talk on “Dust Off Your Sense of Humor.” 

The business sessions opened June 26, 
with a good attendance. Waldo L. 
Minor, president of the New London and 
Suburban Association, presented greet- 
ings from that organization. Treasurer 
Paul H. Taylor of New Haven submitted 
his annual report which showed the 
finances of the board to be in good con- 
dition. 


Blackall on New England Insurance 


“New England Insurance” was the sub- 
ject of the talk by Commissioner John 
C. Blackall of Connecticut, who de- 
scribed New England as “a peculiar and 
often misunderstood section,” but which 
has made a decided impression on the 
business of insurance. In those early 
days the contingencies of life compelled 
the pooling of interests, and insurance 
naturally took its place as the hand 
maiden to economy and industry. 

When stock and mutual insurance had 
its beginning in New England mutual 
insurance was a purely mutual business, 
the pooling of the interests of the mem- 
bers of the community to meet the un- 
certainty of the future. Although Con- 
necticut is the home of stock insurance, 
Commissioner Blackall said that Con- 
necticut has laws on the books more 
tolerant to the mutuals than to the 
Sto ks. 

New England has had a tremendous in- 
fluence on insurance, he said. Not only 
were the early New England insurance 
men ready and willing to pledge their 
personal fortunes that the policies is- 
sued should be absolutely sound, that 
the insured might be sure that his in- 
surance protection would not fail him 
in time of need, but policies were only 
issued to those of good moral character. 

It was then and has always been a 
case of “live up to your contract” said 
the commissioner, until it has become 


a tradition that the New England brand 
of insurance is always sound. Living 
in a hostile climate, on hostile ground, 
surrounded by hostile Indians, a charac- 
teristic native initiative was developed 
here, said the commissioner, which along 
with a native caution meant that the 
insurance companies of the section grew 
slowly along sound lines, which coupled 
with a keen ability to consider future 
trends and to prepare for them in ad- 
vance, has made the insurance institu- 
tions of New England leaders in the 
insurance field. 

New England has thus left its imprint 
on the insurance business by injecting 
character into the business, to the end 
that it presents to the public, honestly 
managed, soundly underwritten, adequate 
coverage as dependable as the sturdy 
character of those early pioneers who 
blazed the trail. 


Present Clock to Midyette 


Payne Midyette, president of the Na- 
tional Association, was given a rousing 
reception by the convention and_ his 
talk printed last week, brought forth 
approval from the delegates. 

At the close of the morning session 
David North, of New Haven, chairman 


of the reception committee, presented 
President Midyette of the National 
Association with a beautiful nautical 


clock and barometer desk set, a product 


of the Naugatuck Valley industrial 


center. 


Ackerman on Education 

At the Friday morning session Laur- 
ence J. Ackerman, professor of insur- 
ance at the University of Newark, N. J., 
delivered a thought-provoking address 
on “The Public—The Forgotten Man.” 
Professor Ackerman said by education 
insurance men were seeking to raise 
themselves to the level of the professional 
man, through an internal education pro- 
gram. In addition to the challenge of 
self-education on the part of the insur- 
ance man, said Professor Ackerman, 
there is the stupendous problem of public 
education, which must be done as an 
organized group. 

“You cannot do today’s work with 
yesterday’s methods,” said Professor 
Ackerman, “and expect to be in business 
tomorrow. The problem of public edu- 
cation today is approaching a crisis, and 
signs are not lacking that the good ship 
Public has slipped from its moorings and 
will suffer a sea change into something 
more radical unless it soon can be tied 
up to the wharf of confidence and re- 
spect.” It would appear, he said, that 
people are more and more questioning 
the agent’s function. 

He referred to the insurance counselor, 
now presenting a problem from _ the 
agency standpoint, and said that “these 
people are in business largely because 
the agent has failed to capture com- 
pletely the confidence of the insuring 
public.” 

“When the insured peeps into the in- 
surance arena,” he said, “he is amazed 
at the interminable chaos of petty squab- 
bles. He is witness to a vast amount 
of energy being expended by the agent 
and the company in the eternal struggle 
between the agency, the non-agency car- 
riers, the non-bureau and bureau com- 
panies, the rural agent and the city 
agent. He has glimpses of rate wars and 
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wonders about the much vaunted scien- 
tific structure of the insurance business, 
“In questioning a group of business 
men recently I found that most of them 
did not know the full name of their 
agent, that no agent had ever told them 
what his duties were in servicing their 
insurance, and many of them had the 
idea that the agent’s commission ran 
anywhere from 20 to 50%,” he said. 


Public Steps 


“Tt may be,” he continued, “that the 
public will begin to wonder why it had 
not better take steps to enter this busi- 
ness, eliminate the agent, reorganize the 
business on a state basis of some sort 
of cooperative business. Yet in the face 
of all this,” he said, “insurance has done 
little or nothing about it.” 

As a solution he suggested a vast pro- 
gram of public education, enlightening, 
constructive and _ social, as contrasted 
to a program of propaganda, which is 
always destructive, confusing and anti- 
social. He pointed out many exciting 
and convincing things that insurance can 
tell the public. He said it had been 
done successfully in California. He urged 
cooperation between local boards and 
various adult movements in the various 
communities, to the end that insurance 
coverages, loss payments, types of car- 
riers, etc. might be explained. He ad- 
vocated explaining the function of the 
agent and how the insurance dollar is 
spent. 

If the agents of the country will get 
behind such a program, he said, insur- 
ance will have an educated insured 
which will result in finer cooperation in 
loss prevention work, better loss adjust- 
ments, fewer disgruntled insureds, the 
buying of more insurance because its 
coverage and functions are better under- 
stood and best of all the public will 
be cognizant of the function of the 
agent, will not begrudge him his com- 
mission, and will look upon the well 
established full-time agent as the man 
he wants to have place and service his 
insurance business. 

Defense Work 


Col. Harry M. Leapman of the Royal 
Air Force, who has been released from 
duty to assist General Needham of 
Massachusetts in organizing a state-wide 
defense program, told the insurance men 
how they can assist in the work in con- 
nection with their visit to industrial 
plants and home owners with whom they 
come in contact. 

Clarke Smith of the brokerage de- 
partment of the Royal-Liverpool, dis- 
cussed use and occupancy and Dudley 
Harmon of the New England Council 
of Boston pointed out how insurance 
men can assist in promoting New Eng- 
land and said that the insurance busi- 
ness could well adopt a strong, well 
balanced, intelligently directed public re- 
lations plan. 





INSURED AGAINST SABOTAGE 

The $1,000,000 insurance policy covering 
the Lewis and Clark bridges across the 
Missouri and Mississippi rivers, respec- 
tively, has been amended to provide fu'l 
coverage against sabotage, because of the 
vital part these structures are expected 
to play in the movement of materials 
between the small arms ammunition nlont 
now under construction in Northwest St. 
Louis and the Western Cartridge Com- 
pany’s main plant at East Alton. TI. 

Presiding Judge Henry F. Ohlms of 
the St. Charles County Court in an- 
nouncing the amendment of the noliew 
said it was decided on as the court’s 
contribution to national defense. The 
policy was placed through the Ploeser, 
Watts & Co., agency, St. Louis. 


NEW LAFAYETTE, IND., AGENCY 

Articles of incorporation have been 
filed with the Indiana secretary of state 
by Price & Price, Inc., 318 Ferry Street, 
Lafayette, Ind., formed to operate a fire 
and casualty agency. The corporation 
has 1,000 shares of capital stock valued 
at $20 a share and the incorporators are 
James R. Price, Roberta L. Price and 
George F. Price. 
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PALS - - - 


When a boy goes fishing, he needs the right sort of pal 
with him. Today's sportsman and the modern vacationist 
needs Sports and Recreation Liability Insurance and a 
good Accident Policy. LOYALTY GROUP agents are 
equipped to insure carefree vacations for their clients 





Harold M. Lambert 





FIREMEN'S INSURANCE COMPANY OF NEWARK, NEW JERSEY 
The Girard Fire & Marine Insurance Company The Concordia Fire Insurance Co. of Milwaukee 
National-Ben Franklin Fire Insurance Company Royal Plate Glass & General Ins. Co. of Canada 
Pittsburgh Underwriters @ Keystone Underwriters The Metropolitan Casualty Ins. Co. of N. Y. 











v Ss 
Any jnsv* Milwaukee Mechanics’ Insurance Company Commercial Casualty Insurance Company 
Western Department HOME OFFICE 
844 Rush St. 10 Park Place FIRE: MARINE: haw SURETY 
Chicago, Illinois Newark, Ne Jersey 
" w 
Southwestern Dept, ‘. 
912 Commerce St. —_— py me 
Dallas, Texas New York, New York 
Pacific Department Canadian Departments 
220 Bush St. 461 Bay St., Toronto, Ontario NS URA NCE 





San Francisco, Calif. 404 West Hastings St., Vancouver, B. C. 





























Page 26 








July 4, 194] 











Essex County, N. J. Agents Mix 
Business With Pleasure at Outing 


Members and guests of the Essex 
County (N. J.) Association of Insurance 
Agents enjoyed a day of golf and good 
fellowship on June 24 at Rock Spring 
Club, West Orange, N. J. A 
flock of last minute reservations brought 
the total attendance up to nearly 150 
including William F. O’Brien, Passaic, 
secretary-treasurer of the state associa- 


Country 


tion, and Theodore S. Brown, Perth 
Amboy, past-president of that associa- 
tion, ‘Introduced at the dinner Mr. 


Brown spoke briefly on the agent licens- 
ing bill No. 149, passed at the 1941 legis- 
lative session. Thanking the Essex 
County association for its support of the 
bill Mr. Brown said: “This law ties in 
closely with agency and company in- 
terests, There is nothing incompatible 
” | toa company that is agency-minded. 
\ll good companies in New Jersey have 
no good objection to declaring their 
agents under the provisions of the new 
law.” 

Highspot of the dinner program was 
the resolution proposed by Walter A. 
Schaefer of Newark and passed by those 
present, offering to the City of Newark 
a complete survey of its insurance cov- 


erages. This survey, the resolution stipu- 
lated, would be conducted by the New- 
ark members of the Essex County asso- 
ciation. Mr. Schaefer, chairman of a 
previous committee handling this matter, 
felt that the present offer to the city 
should fare better than the one made in 
1938. The resolution is now before the 
executive committee for final endorse- 
ment. 
President Jamison Dinner Toastmaster 
George FE. Jamison of Bloomfield, 
president of the association, was toast- 
master at the dinner and took early oc- 
casion to thank the outing committee 
for their good v ork. F. George Askin, 
Bloomfield, was chairman, aided by 
Emile Karam, West Orange, and Harry 
B. Naylor, vice - president or -C. WwW. 
Bollinger Co., Newark and West Orange 
agency. On hand were most of the 
officers of the Essex County association 
besides President Jamison—including 
Herbert Brooks, vice-president, Joseph 
M. Byrne Co., Newark, who is execu- 
tive committee chairman; Arthur L. 
Zimmerman, vice-president, T. C. Mof- 
fat Co., Newark, who is vice-president, 
and C. W. Bollinger, head of the agency 
bearing his name in Newark, who is 
secretary. Representing O’Gorman & 


Young, Inc., one of the state’s largest 
agencies, were Harry O. Clutsam, vice- 
president; Joel S. Sundstrom, secretary- 
treasurer, and Frank L. Mitchell, assist- 
ant secretary. William D. O’Gorman, 
senior vice-president of that agency, is 
usually on hand but could not make this 
affair. He is an executive committee 
member of the Essex County association. 
The Joseph M. Byrne Co., another of 
the state’s largest agencies, was rep- 
resented by Herbert Brooks, vice-presi- 
dent, and Assistant Secretaries Richard 
H. Wyckoff and Harold F. Hawkins. 

Four new members were — into 
the association and they are H. Tree- 
ston, Newark; Jersey tienen 
Agency (Geo. R. Davis) Newark; Harry 
H. Lowenstein, Newark, and John C. 
Hunter, Verona. 

Golf Prizes and Winners 

After enjoying the kidding act put on 
by a professional entertainer the golf 
prizes were awarded, being the donations 
of friends of the association among the 
companies, inspection agencies and pub- 
lications. John Nolan, Aetna Casualty 
& Surety manager, had his luck with 
him in winning the drawing for a set of 
matched woods. So did Frank B. Heller, 
vice- president of Schlesinger - Heller 
agency, Newark, who won a portable 
radio in the kickers’ handicap drawing 
for members. M. Martin and C. W. 
Bollinger received golf balls as a consola- 
tion prize. In the kickers’ event for 
guests Steven E. Parker, American of 
Newark, drew the lucky number for a 


A Few Personalities at Essex County (N. J.) Agents’ Outing 


of 


Reading left to right: 





Arthur Zimmerman, George E. Jamison, Edward Graff, John Nolan, William T. Ashby, William F. 


O’Brien, Walter A. Schaefer, Al Trundle, Herbert Brooks, Theodore S. Brown. 


—=_ 


golf bag with golf balls going to Bill 
O’Brien and E. R. Walsh, Manufac- 
turers Casualty, as a consolation. 


Low gross winner among the mem- 
bers was A. E. Allsopp, general agent, 
Indemnity Co. of North America, who 


shot a 79. His prize was a desk lamp. 
Among the guests low gross winner was 
R. W. Burke, Sun Insurance Office, who 
was awarded a barometer. For his high 
gross score H. R. Treeston received a 
golf jacket and in the same category 
for guests James R. Ratchford of Pru- 
dential Reassurance also won a prize. 
Among door prize winners were Ernest 
Babbage, Bankers Indemnity secretary, 
merchandise order for $10; James Beale, 
Hartford Accident; Robert Wittenberg, 
Universal Insurance Co., golf iacket: 
Richard Crocker of Schlesinger- Heller, 
steel policy box; James D. Apple, Crum 
& Forster, leather policy iacket; John 
L. Martin, leather memo book, and Al- 
bert Bancroft, insurance broker, leather 
wallet. 





Sumner Rhoades Retires; 


Many Tributes from Friends 
Monday 
as manager of the Eastern Underwrit- 
ers Association and on Tuesday, July 1 
George F. Neiley, with the 
Royal-Liverpool Groups, became mana- 


ger, Mr. Rhoades, who will work with 
Mr. Neiley for awhile, received many 
tributes from associates and friends dur- 
ing the last week. On Monday the 
“Round Table Club in the Corner” at 
the Drug & Chemical Club gave him a 
luncheon. 

The Eastern Underwriters Associat‘on 
staff gave him a beautiful wrist watch. 
Several men of the staff gave him a 
silver box, appropriately inscribed. One 
expression particularly prized by the 
recipient was a single sheet of paper 
addressed to him, on which was writ- 
ten: “To the best boss we've ever had, 
with every good wish for many happy 
years to come.” It was signed by all 
the young women in the office. 


Henry O’Loughlin New York 


Fieldman for Phoenix, Conn. 


Beginning July 1 Henry O’Loughlin, 
an experienced and capable fieldman for 
the Phoenix-Connecticut Group, who has 
been in the Illinois field as state agent 
since 1935, will supervise the business 
of this group in the territory of the 
Buffalo division of the New York Fire 
Insurance Rating Organization. Mr. 
O’Loughlin’s new headquarters will be 
in Room 512, Prudential Building, Buf- 
talo; N.Y. 


Sumner Rhoades retired on 


formerly 
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Stock Insurance Agents 
ADVOCATES OF 
AMERICAN PREPAREDNESS 


ATIONAL DEFENSE BY FIRE DEFENSE! The unusual demand on industry as 
N a result of the present emergency — the necessity for speed . . . the inexperi- 
enced help... the hasty erection of plants . . . the decreased vigilance due to stress 
of other matters —all combine to create a situation which can seriously deter pro- 
duction for National Defense. (Municipal and 
State authorities are doing their best to supervise 
plans for fire defense of these vital industries. 
Insurance agents will be on the alert to cooperate 
with local defense committees, so that the tragic 


consequences of fire and sabotage will not hamper 
this great American undertaking! 
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Insurance Company Ltd. 
50 John Street, New York 
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Soft-Ball Game Features Outing 
Of N. J. and Convention Examiners 


The annual outing of the insurance cause 


examiners of the Department of Beank- 
ing and Insurance of New Jersey was 
held recently at Farcher’s Grove in 
Union, N. J. Feature of the affair was 
a soft-ball game between the New Jersey 
examiners and Convention examiners 
now engaged on examinations of New 
Jersey insurance companies. The final 
score of the contest, 15 to 7, while in- 
dicating the superiority of the Jerseyites, 
was in fact of lesser importance than 
some of the details. When the game 
was only half completed, the Garden 
Staters had done some seeding and 
weeding and were leading the rest of 
the country by 15 to 0 in the run 
column, and the out-of-state men were 
also in possession of a blank as to hits. 
The chief examiner of the New Jer- 
sey Department, William B. Wiegand, 
who had previously made what turned 
out to be the longest hit of the game, 
became somewhat magnanimous, or per- 
haps fatigued, at this stage of the run- 
ning, for he thereafter missed three 
pop-up fly balls, aiding the opposition 
considerably. 
The opposing pitchers, Special Assist- 
ant Deputy Commissioner John J. 
Mitchell and Stephen Doyle, gave 
masterful exhibitions of port and star- 
board underhand flinging, respectively, 
and had it not been for the ragged sup- 
port accorded the latter, the score would 
have been much closer or larger on both 
sides. The fielding highlight, and last 
play, of the game was a one-handed stab 
of a hot line drive by Banking and In- 
surance Commissioner Louis A. Reilly of 
New Jersey, who turned in a sterling 
performance at shortstop for the home 
team and demonstrated that he had lost 
little of the natural talent that made 
him one of the top-flight professional 
basketball players. i 
One of the features was the fielding 
of Bill Wiegand, Jr., the 15 year old, 
six foot, two inch youngster, at first 
base. There was an air of deception in 
the Machiavelian attitude of the chief 
examiner of stationing himself at third 
base with his namesake at first base be- 





Dr. W. E. Ramsay Dies 


Dr. William E. Ramsay of Perth Am- 
boy, J., former state senator and 
assemblyman, for whom the Ramsay 
act governing fire insurance rating prac- 
tices in New Jersey was named, died a 
few days ago at his home in Perth Am- 
boy after a long illness. He was born 
on November 11, 1866, and obtained his 
medical training at Columbia University 
and Johns Hopkins. Dr. Ramsay served 
in the state assembly for three terms 
beginning in 1908 and was a state senator 
from 1912 to 1915. He introduced the 
bill that made the Schedule Rating 
Office possible. Prior to that time fire 
insurance rates in New Jersey had been 
in a chaotic condition for several years. 


Roth-Anderson Wedding 


Carol L. Roth, daughter of Henry 
Roth of the Henry Roth Co., general 
agents of Hudson County, N. J., and 
Mrs. Roth, and Robert J. Anderson 
were married on June 28 at the Union 
Congregational Church, Montclair, N. J. 
Mr. Anderson is special agent of the 
National Fire of Hartford and is in the 
_ Jersey field, with offices at New- 
ark, 








NAMES PUERTO RICAN AGENCY 
The American of Newark has appoint- 
ed the Anglo- Porto Rican Insurance 
Agencies, Inc., of San Juan as general 
agents for Puerto Rico. The agency 
represents several British and American 
companies, Adolf Steffens is manager 
ot the agency. 


of the possibility that nobody 
would know which Wiegand would be 
the one that put him out nor which base 
to run to. 

Following the ball game, the gathering 
had a steak dinner and was entertained 
by speeches by Commissioner Reilly, 
Chief Examiner Wiegand and Actuary 
Alfred N. Guertin of the New. Jersey 
Department. Captain J. Willard Wagner 
of the Medical Administrative Corps, a 
New Jersey examiner on military leave, 
was presented with a portable radio. 

In addition to the New Jersey mem- 
bers, there were present John D, Bans- 
ley, Jr., of Georgia, Charles B. Ccul- 
bourn of Virginia, Stephen J. Doyle of 
Montana, Louis L. Miller of Kansas, 
Don Mitchell of South Dakota, Frank 
Holahan of North Dakota, Ray Myers of 
California, Norman Zehner of Iowa, H. 
V. McVey of Delaware, and John Y. 
Richardson of Oregon. 

The committee on arrangements was 
headed by Frank D. Ryan of the New 
Jersey examining staff. 


NEW JERSEY WOMEN ELECT 





Kay Dougherty Elected President; About 
Sixty Attend Annual Meeting at 
Asbury Park 

The annual meeting of the Insurance 
Women of New Jersey was held Satur- 
day, June 28, at the Berkeley-Carteret 
Hotel, Asbury Park, N. J. President 
Ada V. Doyle presided and all chair- 
men read their reports. Officers were 
clected as follows: 

Kay Dougherty, president; Claire E. 
McCurry, first vice-president ; Reba Obus, 
second vice-president; Dorothy Schlict- 
ing, secretary; Ann Dirion, treasurer; 
Mary Hannon, financial director; Ruth 
Barter, Ann Z. Ritchie, Huldah Doane, 
Thelma Fleming, trustees. 

A banquet was held in the evening 
with about sixty members present. Pres- 
ident Doyle installed the new officers. A 
Gay Nineties show was produced by 
Marion Cramer with everyone joining in 
the spirit of fun. 

Reports on the national convention 
were given by Mrs. Doyle and Delegate 
Cristine B,. Nolan. Delegate Claire F. 
McCurry reported on the social side of 
the convention. 

On behalf of the organization, Eliza- 
beth Diffily, chairman of the nominat- 
ing committee, presented Mrs. Doyle 
with a beautiful pin. 


J. J. SINGLETON DIES 


J. J. Singleton, insurance executive of 
Atlanta, Ga., died June 25 after a pro- 
longed illness. At the time of his death 
Mr. Singleton, who had been engaged 
in insurance for nearly a quarter of a 
century, was Atlanta branch manager for 
the Insurance Co, of North America. The 
deceased leaves his widow, a daughter, 
Miss Jan Gray Singleton; a son, Travers 
Green Singleton; a sister, Miss Mary 
Singleton, and four brothers. 





FLEGENHEIMER GIVES COURSE 


Monroe Flegenheimer, New York City 
insurance broker, is giving a Summer 
course at the College of the City of 
New York, Lexington Avenue and 
Twenty-third Street, on business admin- 
istration, formerly known as Economics 
‘5. This course is given on Monday, 
Wednesday and Thursday evenings from 
6:30 to 8:10 o'clock. The fee is $15. 
The course started June 30. 





NATIONAL UNION FIELDMAN 


W. L. Schreiber has been appointed 
state agent for the National Union in 
western Michigan, with headquarters in 
Grand Rapids. He succeeds John R. 
Baker, who resigned to enter the local 
agency business. 
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Maryland Convention 
Draws More. Than 200 


AGENTS MEET AT OCEAN CITY 
Gontrum, Beling, North, Wallace, Hill 
and Miss Bliven Among Speakers 
At Summer Gathering 








With an attendance well over 200 the 
Maryland Association of Insurance 
Agents held its fifth semi-annual con- 
vention at the George Washington Hotel, 
Ocean City, Md., on June 26-28. The 
agents, headed by Guy T. Warfield, Jr., 
of Baltimore, president of the associa- 
tion, spent the entire day on June 27 
listening to addresses by men and women 
prominent in the fraternity and attend- 
ing open forum sessions. One of the 
forum sessions was conducted by John 
B. Gontrum, Maryland Insurance Com- 
missioner, assisted by Hazelton A. 
Joyce, Deputy Commissioner. 

Speakers and their subjects included 
Oscar Beling, director of agency sys- 
tems, Royal-Liverpool Grouns, “Office 
Management and Control”; Miss Sophie 
Bliven, director of the women’s division, 
Penn Mutual Life, “Woman’s Place in 
the Insurance Business”; H. Pierce 
North, assistant director, Business De- 
velopment Office, “The Competitive Ad- 
vantage in Unequal Taxation of Mu- 
tuals,” and Robert Wallace, Chubb & 
Son, New York, “Current Trends in In- 
land Marine Insurance.” 

The forum sessions were held follow- 
ing luncheon. Messrs. Gontrum and 
Joyce presided at the one dealing with 
the Insurance Department. The new 
law which becomes effective next year 
and provides that certificates of author- 
ity or licenses be obtained by fire and 
casualty agents, solicitors, brokers or 
brokers’ solicitors, was discussed. This 
bill was one of the major points in the 
association’s program. One of its pro- 
visions is that before new certificates 
or licenses are issued the Insurance Com- 
missioner is to give examinations to de- 
termine if the applicants are qualified in 
the branches of insurance they plan to 
enter. This will not apply, however, to 
those already holding certificates. 


Gontrum Asks Suggestions 


Commissioner Gontrum asked the 
agents for their suggestions in regard 
to the field to be covered by the exam- 
inations. It was then decided that the 
president of the association appoint a 
committee which will study this phase 
of the subject and make its suggestions 
to the commissioner at a later date. 

Another open forum was conducted by 
Carlyle H. Hill, manager of the Middle 
Department Rating Association, assisted 
by J. R. Weaver and C. Norman Dor- 
phley, of the Middle Department. The 
subject under discussion was “The Mid- 
die Department.” Another forum ses- 
sion was on “Comprehensive Liability 
Insurance” and was conducted by Frank 
S. Potter, field supervisor of the Aetna 
Casualty & Surety. 
which sub- 
jects of importance to the association 
were discussed was held on June 28. 
It was decided at this meeting that the 
annual convention, including the elec- 
tion of officers, will be held in Cumber- 
land some time in October. 


Page-Anderson Bill 
Discussed by Brokers 


HEAR SENATOR SCHWARTZWALD 


Representatives of Several Local Asso- 
ciations Take Part in Question, 
Answer Period 





The Independent Brokers’ Association 
of Brooklyn met on Monday of this 
week in the auditorium of the Consoli- 
dated Taxpayers Building, Brooklyn, 
where several invited guests discussed 
the recently enacted Page-Anderson 
Safety-Responsibility Law. 

New York State Senator Jacob J. 
Schyv artzwald warned the brokers not 
to believe that this law won’t work out. 


He felt certain that some points may 
be sub‘ect to adjustment, but that the 
law is definitely here to stay. One ques- 
tion discussed by Senator Schwartzwald 
was the revocation or suspension of both 
licenses in the event of an accident. He 
said that to his way of thinking this was 
not right. He believes that the law 
in New York State is an improvement 
over the Massachusetts law. 

Carl J. Stephan discussed the practical 
problems of this law. He said that brok- 
ers must adjust themselves and _ their 
clients to the new picture. He said that 
unnecessary questions and_ requests 
should not be brought to the attention 
of the Motor Vehicle or Tax Commis- 
sioners. He urged them to see to it that 
as many owners of vehicles as possible 
were adequately insured. 

Alex Goldberger, president of the 
Brooklyn Insurance Brokers Association, 
in commenting on the law said that it is 
still in its embryo stage, but it is a 
forward step of great importance. He 
also outlined briefly the purpose of the 
proposed voluntary assigned risk group. 

Following the speaking a question and 
answer period was conducted in which 
the following took part: Mortimer L. 
Nathanson, Brooklyn Insurance Brokers 
Association; Peter F. Schneider, Bronx 
Insurance Men’s Association; Peter A. 
Locke, Independent Brokers Association 
and Bert Harris, Insurance Brokers 
Association of New York. 





RECEIVES NELSON TROPHY 





Bayonne, N. J., Gets Permanent Pos- 
session of Award for Fire Loss Re- 
duction in Hudson County 
The Nelson Trophy offered by Harvey 
B. Nelson, head of the Nelson & Ward 
Agency, located at 239 Washington 
Street, Jersey City, has become the 





The Nelson Trophy 


permanent possession of the City of 
Bayonne, which last year for the third 
time showed the greatest reduction in 
fire losses of any city in Hudson County. 
During the past fourteen years this con- 
test has been conducted among the fire 
departments of the six leading cities 
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of Hudson County, under the auspices 
of the Hudson County Safety Council, 
Mr. Nelson presented the trophy to 
Mayor James J. Donovan at the Bayonne 
Elks Club and commended Fire Chief 
James G. Hogan and members of the fire 
department for the work they had done 
in cutting down fire losses. 

Mr. Nelson said that the total amount 
of fire losses for the fourteen years re- 
ported by the six departments is $9. 
975,603 or an annual average of $712,543 
and there has been a general decrease 
from $1,635,509 in 1930 to $403,855. in 
1940, 

Of Bayonne’s 1940 fire losses, $34,498 
was on buildines and $15,869 on contents, 
it was stated. Insurance on the build- 
ings totaled $1,813,450 and $339,200 on 
the contents. 

Among those present at the ceremonies 
were Fire Chiefs Frank Ertle, Jersey 
City; George Lasher, Edgewater; Wi- 
liam O’Neill, Weehawken and Charles 
Freyedel, Union City. 


31 Graduates of Brokers’ 
Course Receive Certificates 


Thirty-one graduates of the brokers’ 
qualification course of the Insurance So- 
ciety of New York received their certifi- 
cates Monday at commencement exer- 
cises held in the board room of the New 
York Board of Fire Underwriters,  In- 
surance Superintendent Louis H. Pink 
of New York and Deputy Superintend- 
ent Georee H. Tamison participated in 
the exercises. Educational Director A. 
C. Goerlich was chairman and guests 
included heads of several agents’ and 
brokers’ organizations in the city. 

One feature of the exercises was the 
administering of the “Broker’s Pledge” 
for the first time. The pledge was re- 
cently drawn up to give the graduates 
and qualified brokers an opportunity to 
recoonize and pledge adherence to the 
ideals of the profession, Purely volun- 
tarv, both the graduates and the brokers 
witnessine the commencement exercises 
were given the opportunity to sign it. 

Prizes were awarded to the top three 
men of the course as follows: First, 
Alexander M. Wood, Johnson & Hig- 
sins; second, Robert W. Hinsdale, Home 
Insurance Co.; third, Arthur W. Trasker, 
Yorkshire group. 


Text of Brokers Pledge 


Following is the text of the brokers’ 
pledge: 

“Voluntarily. T do now solemnly pledge 
to assume and fulfill to the best of mv 
ability all the obligations which will 
devolve on me when I assume the pro- 
fessional status of an insurance broker. 

“To this end, I pledge myself to serve 
the interests of my clients according to 
the best of my ability, and will at no 
time subordinate them to my _ personal 
interests should they conflict. I will 
scrupulously observe not only the letter 
but the spirit of the laws and regula- 
tions governing my profession as an in- 
surance broker. In all dealings with in- 
surers I will act only in the utmost 
good faith. 

“It will be my purpose in the practice 
of my profession to keep abreast of the 
constantly changing phases of the in- 
surance business and to acquire the 
necessary knowledge and skill to: prop- 
erly safeguard and protect those clients 
who have entrusted their interests to my 
hands. 

“T will never violate confidences re- 
ceived from my clients nor divulge in- 
formation regarding their affairs which 
I may obtain in the practice of my 
profession. 

“While recognizing that insurance 
brokerage is highly competitive, I will 
nevertheless keep in mind that my com- 
petitors are also my colleagues, and 
when competing with them I will do so 
on the highest level of ethical business 
practices and at other times cooperate 
with them in all efforts to improve the 
standards of our profession and for the 
betterment of the institution of insur- 
ance generally.” 
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Royal Reports Progress in 1940 
Despite Widespread Effects of War 


Operations of the Royal for 1940 were 
reviewed at the ninety-sixth annual gen- 
eral meeting held in the company’s head 
office in Liverpool on June 4, with Chair- 
man A. Kentish Barnes presiding. Pre- 
facing the customary summary of re- 
sults, this report reviewed the many 
practical forms of service being rendered 
by the Royal and other insurance organ- 
izations in administering various gov- 
ernment projects arising out of the war. 
In collaboration with the government the 
Royal has helped to organize a country- 
wide plan for the prompt salvage of 
foodstuffs after air-raid damage. 

The company’s extensive technical 
equipment, too, has been placed at the 
disposal of the fire prevention executive 
to help in implementing many special 
forms of fire prevention set up to combat 
fire wastage which represents a drain 
on the nation’s resources, doubly serious 
in time of war. 

“Some 460 members of our home 
staff,” said Mr. Barnes, “are now serving 
with the colors and our staffs in the 
Dominions are also playing their part 
in ever-increasing measure. Eight have 
lost their lives, and in honoring their 
memory we mourn their loss to the com- 
pany. Three have been wounded, and 
seven are prisoners of war. Several 
awards for gallantry have been reported, 
including one Distinguished Flying 
Medal and One Military Medal.” 


Business Overseas 


Mr. Barnes’ statement contained the 
following reference to the Royal’s over- 
seas business: 

“Our accounts now reflect more fully 
the loss of business in those countries 
which have successively been over-run 
by the enemy; full provision has been 
made for outstanding liabilities but, as 
a measure of prudence, no credit has 
been taken for investments there. I 
should like to reiterate our sincere and 
friendly concern for our many loyal 
agents in countries now unde~ duress; 
and we look forward with complete faith 
to a resumption of those happy ties be- 
fore long. 

“Our business in the United States 
has shown a further expansion in con- 
sonance with increasing industrial activ- 
ity while our loss experience, as at home, 
has been heavier. Mr. Warner and his 
colleagues have again managed our af- 
fairs in the United States, including 
those special problems arising out of 
the war, with conspicuous success and 
deserve our warmest acknowledgment. 

“In other areas we have to report 
normal development and the trading re- 
sults present no special feature. 

“In the United States, the Royal In- 
demnity, under the able guidance of Mr. 
O’Neill and his assistants, has again 
shown highly satisfactory results. The 
premium income has increased, and al- 
though there is a reduction in the profit 
as compared with 1939, this was only to 
be expected in view of the rate reduc- 
tions that have been taking place and 
which will continue to be a feature of 
the business.” 

Aid-to-Britain 

Those who have actively supported aid- 
to-Britain projects in the United States 
will be interested in the following ex- 


cerpt from Chairman Barnes’ statement: 

“Tt is unnecessary for me at this time 
and in this place to refer in detail to 
the splendid collaboration and invaluable 
help which Great Britain and the em- 
pire are receiving in rapidly increasing 
volume from the Government and people 
of the United States. No help could be 
more appreciated, as none could be more 
valuable. With our companies’ wide- 
spread, and friendly connections through- 
out the whole United States deep-rooted 
through close centacts ranging over 
nearly a hundred years, I would like it 
to be known to every one of our United 
States friends how sincerely grateful we 
are in this country for all their help. 

“We believe, and we think every 
American also believes that in this 
gigantic battle we are fighting not for 
ourselves alone but in defense of in- 
terests which it is imperative to pre- 
serve for our mutual well-being in the 
future. Without our fight and our vic- 
tory the free way of life, prized equally 
by Americans and throughout the British 
Empire, is in grave danger of being 
lost to us all forever.” 


Premium Results 


Premium results for 1940, although 
affected adversely in several depart- 
ments, showed a satisfactory record of 
progress. In the fire department net 
premium total for 1940 amounted to 
£5,546,225 as compared with £5,440,863 for 
1939. Losses amounted to £2,588,663, a 
profit of £256,396 or 4.6% being carried 
to profit and loss account. Premium 
income in the accident and general de- 
partments showed a small reduction over 
1939, a fact partly accounted for by loss 
of Continental business. Net premiums 
totalled £5,970,064 as against £6,042,399 
for the year 1939. Paid and outstanding 
losses for 1940 reached a total of £2,- 
895,535, with an underwriting profit of 
£508,036, or 8.5%, carried to profit and 
loss account, thereby nearly equalling 
the underwriting profit of the previous 
year. During the year the government 
supplemented the benefits under the 
workmen’s compensation acts by addi- 
tional allowances to workmen and in- 
cluded, for the first time, a payment 
in respect of children when a parent is 
disabled. 


The 1939 marine account was closed 
and showed a profit of £88,195. Net pre- 
miums for 1940 amounted to £2,053,744, 
the claims and expenses to £738,037 and 
the balance carried forward, together 
with the additional reserve, amounted 
to £2,415,707. 

Chairman Barnes paid tribute to the 
staff who remain behind to carry on 
under the leadership of General Man- 
agers F. J. Williams and J. Dyer Simp- 
son whose services he referred to as 
invaluable during these times of strain 
and anxiety. 

“Certain of our branch offices,” 
Mr. Barnes, “have suffered air raid 
damage. Where this has happened de- 
voted enthusiasm has been shown by 
the staffs in salvaging records and get- 
ting going again in new, but necessarily 
inconvenient surroundings. Our system 
of duplicate essential records has func- 
tioned perfectly and has_ successfully 
prevented any local dislocation of more 
than minor degree.” 


said 


COMMISSION POWERS DENIED 





N. Y. Appellate Division Holds Dept. 
Has No Right to Fix Commission 
Payments to Brokers 

By a divided court the Appellate Di- 
vision of the New York Supreme Court 
has granted the Northwestern National 
Fire an order to review the refusal of 
Insurance Superintendent Louis 'H. Pink 
to renew the company’s license to do 
business in New York. Mr. Pink acted 
against the company in 1939 when an ex- 
aminer’s report showed it was paying an 
additional or excess broker’s commission 
of about 10% in an indirect, separate cash 
transaction. No final action was taken 
against the company by the Insurance De- 
partment pending the test in the courts. 

The maiority opinion of the Appellate 
Division says that as the Insurance De- 
partment does not have direct powers to 
fix brokerage commissions it cannot refuse 
to renew the Northwestern National’s li- 
cense because the company pays commis- 
sions higher than those insurers which are 
members of the New York Fire Insur- 
ance Exchange. The Northwestern with- 
drew from the*® exchange about ten years 
ago. The court points out that the com- 
pany’s rates are the same as those of other 
fire companies and its financial condition 
is sound. Therefore there exists no rea- 
son to interfere with the company’s com- 
mission scale. 

The dissenting opinion, signed by two 
of the five justices, states that the legis- 
lature has invested the Insurance Super- 
intendent with power to do those things 
necessary to promote the best interests of 


the state by eliminating hazardous and 
prejudicial practices in the insurance 
field. Consequently the power to limit 


commissions to brokers is implied in the 
general powers conferred upon him, If 
one company is allowed to pay excess 
commissions others are likely to follow, 
creating grave abuses in fire insurance. 





Page Presents Awards to 


Honor Students on Coast 
Charles R. Page, president of the Fire- 
man’s Fund, presented on June 27 six 
awards to students attaining highest 
grades in the Insurance Institute of 
America examinations conducted by the 
Fire Underwriters Association of the 
Pacific at San Francisco. 

The students who received prizes were 
A. P. Cummings, Hartford Accident & 
Indemnity, whose mark of 92% in Cas- 
ualty Course II, was the highest of the 
grades; J. P. Stone, Cravens, Dargan & 
Fox, whose mark of 8914 was Bag pt 
in general principles course; W. D. Mor- 
gan, St. Paul Fire & Marine, highest in 


Fire II with 90%; A. L. Greefkens, 
Pacific National Fire, highest in fire III 
with 91%; M. W. Greenlee, Board of 
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BLUE GOOSE PROGRAM 





Grand Nest Convention to Be Held at 
Asheville, N. C., on Tuesday to 
Thursday, August 26-28 
The Carolinas Pond of Blue Goose has 
announced the full program for the 
Grand Nest convention to be held at 
Asheville, N. C., August 26-28. The pro- 

eram follows: 
Tuesday, August 26 

9 a. m.—Registration all day, West Ballroom, 
Geo. Vanderbilt Hotel, 

1 p. m.—International Golf Tournament, Bilt. 
more Forest Country Club, 

1:30 p. m.—Ladies’ Trip to Biltmore House. 

2:30 p. m.—Grand nest officers’ meeting, Van- 
derbilt Hotel. 

6:30 p. m.—Informal 





get-together, 
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dancing, & 


East Ballroom, Vanderbilt Hotel (courtesy Ashe © 


ville Insurance Exchange). 


Wednesday, August 27 

9:15 a, m,—Assembly of delegates, 
ladies and guests, Asheville auditorium. 

Call to order by most loyal grand gander, Ben 
S. McKeel. 

Presentation of colors. 

Invocation by Rev. Harry J. Berry, Asheville, 

Introduction of the grand nest officers. 


ganders, 


Introduction of general chairman, R. L. Spaul- 7 


ding. 

Welcome ‘to Asheville by Mayor Lee. 

Blue Goose welcome by Most Loyal 
McKinley L, Fuller of Carolina pond. 

Address of welcome by Governor Broughton 
of North Carolina. 

Address of welcome by Governor Maybank of 
South Carolina. 

Response by Mr. McKeel. 

10:30 a. m.—Model initiation by 
Colonels of Kentucky pond. 

Report of credential committee. 

Roll call. 

Address of most loyal grand gander, 

Introduction of past most loyal grand ganders, 
deputies and committee chairmen. 

12:15 p. m.—Luncheon for delegates 
ganders, 

1:30 p. m. 

1:45 p. 

Report of Grand Wielder R. 
waukee. 

Report of committees. 

6 p. m.—Co-host ponds (Southern division), 
cocktail hour and buffet supper, basement audi- 
torium. 


Kentucky 


and all 
Ladies’ Trip to Craggy Gardens. 
m.—Grand Nest meeting. 


A. Kenzel, Mil- 


8 p. m.—Pageant, old South, city auditorium; 
dancing. 
Thursday, August 28 
9:15 a. m.—Assembly of delegates and ganders. 


Report of committees, 

Report of delegates. 

Unfinished business. 

12:30 p. m.—Luncheon, delegates, all ganders, 
ladies and guests, East Ballroom, Vanderbilt 
Hotel. 

Presentation of golf prizes. 

2 p. m.—Memorial service, city auditorium, 

Reconvening of Grand Nest meeting. 

New business. 

Election of officers. 

Selection of convention city for 1942. 

Installation of Grand Nest officers. 

Announcements by Mr, Spaulding. 

Adjournment. 

7 p. m.—lInternational good-fellowship banquet, 
city auditorium. 

9 p. m.—Dance, city auditorium. 





Fire Underwriters, leader in inland ma- 
rine with 83% and C, F. Vannice, Bal- 
four, Guthrie & Company, highest in 
ocean marine II with 8914%. 

Mr. Cummings was awarded $50 for 
highest rating in all divisions. Mr. Page 


gave each of the other students a check 
for $25 
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President Bernard M. Culver of the 
America Fore Group entertained sixty- 
three America Fore executives and guests 


> at the annual golf party and dinner June 
P 28 at the Hackensack Golf Club, Oradell, 
BN. J. 
> competed and tied for by S. P. Eisemann 
and Chris Cagle with net scores of 78 
© yespectively, 


The Ernest Sturm trophy was 


Vice-President Vernon Hall, last year 


) winner of the trophy, was presented with 


a silver cup in commemoration of his 
achievement. In addition to the trophy, 


| prizes were awarded to Victor Kurby- 


weit, Thomas D. Hughes and Joseph 


' G. Sullivan, all of whom finished with 


e has FH nets of 79 apiece. 


r the @ 


The awards were made by President 


> Culver during the course of the dinner 
» at the clubhouse when he introduced 
' several present who gave short talks. 
| Executive Vice-President Frank A. Chris- 


tensen expressed the appreciation of all 
present to Mr. Culver for an exception- 
Tournament ar- 
rangements were handled by Vice-Presi- 


Names of Those Present 
Those present from out of town in- 
cluded William E. Baldwin, manager of 
the group’s Canadian department; H. 
i Pa- 


President Louis P. Jervey, Southern de- 


' partment, and Secretary Earle B. Vick- 
| ery, Western department. 


America Fore officers, executives and 


) guests from the home office and the 
' metropolitan area included Bernard M. 


Culver, Hale Anderson, William L. Bates, 
Dr. J. Hudson Blauvelt, DeMott Belcher, 


_ Clifford L. Beardsley, George A. Boyd, 





British Fire Losses in 


April Down Considerably 
The cost of the chief direct fire dam- 
age in Britain and Ireland during April 
is estimated at approximately £231,000, 
which compares with estimates of £666,- 
000 for March and £437,000, for April, 
1940. These estimates exclude any losses 
directly due to enemy action and _ in- 
clude only fires involving damage 
amounting to at least £1,000. 

The cost of all fires, including the 
numerous smaller outbreaks that oc- 
curred during April, is estimated at 
£370,000 against £1,066,000 for March 
and £699,000 for April, 1940. 

The April figure is considerably lower 
than any monthly total for the last two 
years. Fire damage has been running 
at a high level lately, and_a total of 
£12,640,000 for 1940 was the heaviest for 
years, exceeding the bill for 1939 by 
23,552,000 and that for 1938 by £3,860,- 
000. The estimate for the first four 
months of 1941 is £2,926,000, a reduction 
of £577,000 on the total of £3,503,000 for 
the same period of 1940. The increased 
eficiency of the fire fighting services 
due to the bombing menace accounts in 
part for this satisfactory decline. 





Heads Dorchester Mutual 


_ Frederick W. Hill, well known Boston 
surance man, for many years asso- 
ciated with the Dorchester Mutual Fire 
and with the William A. Muller agency 
at Boston, has been elected president of 
the Dorchester Mutual. He was for- 
merly vice-president and secretary and 
he now becomes president and secre- 
tary. Irving S. Hill, treasurer of the 
er has been elected vice-presi- 
ent. 





AMERICAN GENERAL IN VA. 

The American General of Houston, 
Tex., has been admitted to Virginia to 
write fire and kindred lines, 








Culver Entertains America Fore 
Executives at Annual Golf Party 


John C. Brodsky, LeRoy T. Brown, Rob- 
ert H. Byrnes, Christian K. Cagle, Ed- 
ward M. Callahan, George R. Carey, 
Raymond N. Caverly, Frank A. Chris- 
tensen. 

Walter D. Clark, Arthur H. Derby- 
shire, William F. Dooley, Sylvester P. 
Eisemann, William H. Emes, Frank S. 
Ennis, Walton H. Griffith, Vernon. Hall, 
Louis M. Harding, George F. Hayden, 
Thomas D. Hughes, Roy N. Jenkins, 
Fred D. Jones, Edward B. Kalbacher, 
Henry A. Keck, Gilbert L. Kerr, James 
S. King, Herman H. Kraemer, Victor 
Kurbyweit, Charles C. Lyon. 

Fred W. Mayes, Albert R. Menard, 
Louis Moeckel, Arthur <A. Nelson, 
Charles L. Newmiller, Robert H. Nich- 
olls, Dr. S. J. Nilson, Frank E. O’Brien, 
Martin J. O’Brien, Terence J. O’Gorman, 
George E, O’Hara, Cornelius O’Leary, 
Jr., Frederick S. Pendleton, Curtis W. 
Pierce, Raymond F. Rieder, William H. 
Roden, Harold S. Robinson, Frank B. 
Smedes, Fred F, Stukhart, Joseph G. 
Sullivan, Charles E. Swan, Frederick P. 
Walther, L. A. Williamson. 
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Carl Schreiner, President 
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70 Pine Street, New York City 








Ontario Pond, Blue Goose, 
Elects Midgley as Head 


F. Midgley, of the General Security 
Insurance Co., Toronto, was elected most 
loyal gander of the Ontario Pond of 
the Honorable Order of the Blue Goose 
International at the annual meeting. 
Apart from routine business items and 
dinner, other items of interest were the 
initiation of six new goslings and a re- 
port to the effect that the ganders of 
all the Ontario ponds have raised $2,342 
of the $2,500 objective towards an am- 
bulance and beds for the Red Cross at 
Tatlow Hospital, England. 

Other elections at the annual meeting 
included the following: supervisor of 


the flock, A. W. Hunter, Liverpool & 
London & Globe; custodian of the gos- 
lings, A. T. Cunningham, Phoenix of 
London; guardian of the pond, Frank 
Liversidge, Glens Falls; keeper of the 
golden goose egg, Reginald Blanchet, 
W. L. Niddrie, Ltd., and wielder, H. C. 
Baillie, Eagle Star. 





BUFFALO AGENTS’ PLANS 

The Buffalo Fire Underwriters Asso- 
ciation will hold its July and August 
monthly meetings in nearby country 
clubs rather than in the city, it was 
decided at the association’s June meet- 
ing in the Buffalo Athletic Club. Presi- 
dent August Glasser said these would be 
dinner meetings and devoted largely to 
social activities. 
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British Raise Load Line to Allow 
For Additional Carrying of Cargo 


above the water line and the freeboard 
measured from the shelter deck will gen- 
erally be some nine feet or more. 

This decision to raise the load line and 
so allow deeper loading has been taken 


Following consultations with the Brit- 
ish registration societies the British 
Shipping Ministry has decided to reduce 
somewhat the freeboard of “open” shel- 
ter-deck vessels, subject to safeguards, 
which include the closing of the shelter 
deck, in order to allow additional cargo 
to be carried. 

The decision to close the shelter decks 
of these vessels and to have the load 
lines reassigned will apply only where 
the resulting increase in draught is war- 
ranted by the condition of the ship’s 
structure, and will not be prejudicial to 
the seaworthiness of the vessel. 


Freeboard Mark 


The freeboard is the portion of the 
side of a vessel above water, and is 
measured by the distance from the deck 
to the freeboard mark or load line. This 
mark, therefore, will be raised. Shelter- 
deck vessels are exceptional in that they 
have a complete superstructure extend- 
ing the entire length of the ship, the 
height of which is generally eight feet 
or more above the main deck; even with 
the maximum reduction of freeboard 
contemplated the main deck will still be 


as a war-time measure only. Due re- 
gard will be paid in each case to the 
probable effect of increased draught on 
the speed of the ship. The increase in 
draught allowed under the plan will not 
in any case exceed twelve inches, and 
the increased draught will be used with 
discretion in exceptional trades and un- 
der exceptional conditions. 

The change indicates the extreme im- 
portance of making the utmost use of 
all serviceable tonnage at the present 
time and the need to expedite to the 
fullest extent possible the construction 
of freighers. No advantage to shipown- 
ers can accrue from the larger amount 
of freight which it will be practicable to 
carry under the new ruling, as they are 
remunerated by monthly rates of hire for 
the use of their vessels. 

Marine underwriters are said to be 
satisfied that the change will not affect 
the safety of the ships from normal 
marine hazards. 





British Appointments 


Ralph Y. Sketch has been appointed 
chairman and Sir Thomas Royden dep- 
uty chairman of the Phoenix for the 
ensuing year. 

F. P. Symmons, F.I.A., has resigned 
the managing directorships of the In- 
dustrial and Life Assurance Amalgama- 
tion Co. and the Irish Assurance Co., 
the companies which were formed to 
take over the industrial assurance busi- 
ness of the six English offices and four 
Irish companies in Eire. He still retains 
his ordinary directorships of the two 
companies. 


Auto Policy 


(Continued from Page 1) 





erage insuring agreement or definition of 
the 1940 policy was not clearly under- 
stood and some misinterpretation there- 
of has been apparent. This insuring 
agreement or definition as revised at 
this time is a return to the definition in 
force prior to July, 1940, with some 
amplification, and continues to include 
as did the previous definition “damage 
by missiles or falling objects.” 

The “loss of use by theft—rental re- 
imbursement” and “automatic insurance 
for newly acquired automobiles” provi- 
sions are not fundamentally changed, al- 
though there is some difference in the 
manner of expression. 

Due to laws in some states governing 
time purchasing of automobiles, the ref- 
erence in the policy to such time pur- 
chases has been changed to read “bail- 
ment lease, conditional sale, mortgage or 
other encumbrance.” 


Exclusions 


The exclusion “while the automobile 
is rented or is used to carry persons for 
a charge” now omits the words “is 
rented” and refers only to “while the 
automobile is used as a public or livery 
conveyance or for carrying persons for 
a charge.” 

The “war” exclusion has been clari- 
fied in the light of present conditions 
and is now held to be sufficiently broad 
to exclude loss or damage which is the 
direct result of war or any related cause. 
The “limits of liability” provision now 


includes a specific limit of actual cash 
value for parts of the automobile as 
well as the entire automobile and in- 
cludes a company option to repair or 
replace the automobile or the damaged 
part. 

Inasmuch as the revisions now an- 
nounced accomplish uniformity of provi- 
sions used in common with liability pol- 
icies issued by casualty companies while 
continuing the improvements in the pol- 
icy contract announced a year ago, it is 
planned that no further revisions of the 
physical damage policy will be required 
or adopted for a considerable period of 

time. 


Canadian Agents Fight 
Commission Reductions 

AIM TO PREVENT CHANGES 

Commission Cuts Were Announced 


Recently By Inland Under- 
writers’ Association 








Strong opposition to recently an- 
nounced commission rate reductions by 
the Canadian Inland Underwriters’ As- 
sociation has been started by the Ontario 
Fire and Casualty Insurance Agents’ 
Association. It will be recalled that a 
few weeks ago, Wilson McLean, gen- 
eral manager and secretary of the In- 
land Underwriters’ Association, an- 
nounced, among other things, that com- 
mission rates of 10% to 20% would be- 
come effective for agents at a date not 
later than October 1 next. These rates 
were scaled according to the classes of 
business involved, the commission being 
10 for bridge policies, dam, flume, jewel- 
ers’ block, pipe line, sewerage system, 
tunnel] and waterworks system policies; 
20% for golfers’ equipment, guns, per- 


sonal effects, personal furs, cameras 
(personal), personal property floater, 
silverware, tourists’ baggage, wedding 


presents, personal jewelry policies; and 
15% for other types of policies. 

It is difficult to gauge the extent of 
the decline which will be brought into 
effect by the adoption before October 1 
of these commission rates to agents, 
but according to a letter which has gone 
out to members of the Ontario Fire and 
Casualty Insurance Agents’ Association 
over the signature of S. O. Mason, 
president, the reductions in commissions 
will be stiff. 

Mr. Mason urges in his letter that the 
agents start a movement immediately, 
not only among members of the associa- 
tion, but other fire and casualty agents 
as well, to try and check this move to 
lower rates. He urges, too, that letters 
of protest be forwarded to the Canadian 
Underwriters’ Association and the Cana- 
dian Inland Underwriters’ Association. 

Backed as it is by the companies, it 
is not considered likely that the C.I.U.A. 
will change current commission rate 
plans, according to well-informed opin- 
ions. One of the real reasons for the 
formation of the association was that 
commission rates were said to be out 
of control and some sort of stabilization 


was essential. 


Plaintiff Suing on Auto Policy 
Required to Negative Exceptions 


In an action on a comprehensive cov- 
erage automobile insurance policy con- 
taining certain exclusions from the cov- 
erage for loss sustained when the auto- 


mobile was almost completely destroyed 
by fire, against the insurer and the mort- 
gagee, the Texas Court of Civil Appeals, 
General Exchange Ins. Corp. v. Bolles, 
143 S. W. 2d 635, reversed a judgment 
against the insurer, part of the amount 
to be paid to the mortgagee in satis- 
faction of its debt, because the plaintiff 
failed to discharge the burden placed 
upon him under the Texas law of show- 
ing that the loss did not come within 
any of the excepted causes set out in 
the policy, 

The policy was in the Texas uniform 
standard form and contained the usual 
exceptions, including loss or damage due 
to war, invasion, etc.; while the automo- 
bile was used as a public or livery con- 
veyance or for carrying persons for a 
consideration; while rented under con- 
tract or leased; while being driven in a 
race or speed test or by any person in 
violation of law or under the age of 
fourteen; or while subject to any lien, 
mortgage or other encumbrance not spe- 
cifically described in the policy. 

There was no pleading and no proof 
offered relative to these exceptions. The 
only testimony as to the circumstances 
of the fire was that while the insured 


owner was driving about forty or fifty 
miles an hour the engine back-fired, 
something exploded and the automobile 
became engulfed in flames. It was held 
that this testimony fell far short of elim- 
inating all the exceptions enumerated in 
the policy. The court held that the case 
was ruled by International Travelers As- 
sociation v. Marshall, 131 Tex. 258, 114 
S.W. 2d 851, where it was said: “In 
order to sustain a judgment on such 
policy, plaintiff must negative, by alle- 
gation and proof, the exceptions which 
under the terms of the policy specifically 
exempt the company from liability.” 

The court also approved the definitions 
of “market value” as indicated in State 
v. Carpenter, 126 Tex, 604, 89 S.W. 2d 
194, 979, or in Black’s Dictionary, 3d 
Ed. See also Community Public Serv- 
ice Co. v. Gray, Tex. Civ. App. 107 S.W. 
2d 495 and 38 C. J. 1262, par. 18. 


OPEN AVIATION DEPARTMENT 

Bernard H. Lowy, general manager 
and secretary of Lippman & Lowy, Inc., 
agents of Newark, N. J., have opened 
an aviation insurance department. This 
department will be the first in Newark 
to handle exclusively the various insur- 
ance requirements in aviation today. Mr. 
Lowy is an amateur flyer himself and is 
president of the Newark J. C. Flying 
Club and the Metropolitan Pilots Asso- 
ciation, 





L. & L. &G. Reports — 
On Results For 194 


YEAR VIEWED SATISFACTORy 












Premium Income Nearly As High As jn 
1939; Tributes Paid to Com- 
pany Leaders in U. S. 






The 105th annual general meeting of 
the Liverpool & London & Globe wa; 
held on May 28 at the company’s head 
office in Liverpool with A. Kentish 
Barnes, chairman, presiding. Touching 
upon the many ways in which insurance, 
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essential to the economic life of th ~ 
country during peace-time, is proving of By Chipp 
the utmost national value in war time 
Mr. Barnes observed: Unu: 
“Not only does insurance afford secur. @ Wart’ b3 
ity to the individual but its value finds § Ltd, wh 
expression in cooperation with the goy. @ lished by 
ernment. Its machinery is being utilized first han 
to meet the requirements of varioys §@ America! 
government schemes enabling them to ™ before t 
operate smoothly and with the minimum ™ tive offic 
of additional labor and expense.” indicates 
To mention some of the more import. § war eme 
ant items Mr. Barnes referred to the 
War Risks’ Insurance Act of 1939, the 
War Damage Act of 1941, the Fire Pre- : 
vention (Business Premises) Order of First | 
1941, extension of motor insurance as #managen 


affecting the use of vehicles for war work 
and civil defense purposes, supplemental 
allowances under workmen’s compensa- 
tion as provided by the act of 1940, 
Premium Results 

Premium results for 1940, although not 
equalling the totals for the previous 
year, presented a satisfactory record of 
progress. In the fire department the net 
premium total for 1940 amounted to 


ensuring 
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that of tl 
of 1665. 

has beet 


£3,826,861 as compared with £3,802,967 for | ransforr 
1939. Losses amounted to £1,761,384, a meate heac 
profit of £147,661, or 3.86% being carried of war i 
to profit and loss account. Although @etaffs as 
premiums were well maintained, losses nffices 

were considerably heavier due not only : 

to enemy action but to work in factories At the 
under high*pressure, the use of machin- Merable d 






















ery for purposes other than those origin- 
ally intended, and other causes related to 
war conditions. 

The accident department produced a 
satisfactory profit which compared favor- 
ably with results of recent years. Net 
premiums totalled £4,606,441 as compared 
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with £4,694,164 for 1939. <A_ profit of speeded 
£435,818, or 9.46% was carried to the prganiza 


profit and loss account. re squa 


U. S. A. Fire, Casualty and Marine $0 on, bi 

The chairman’s statement contained S 
the following references to the com- I 
pany’s operations in the United States: ee 

“In the United States of America we on 


show a moderate underwriting profit 


but on a lower level than in recent years, apeey 
Premiums are slightly increased, while snd rs | 
losses are considerably higher though nl sar 


the year passed without any major 
catastrophe. The ratio of expenses was 
somewhat less notwithstanding consid- 
erably increased taxation. It was in- 
evitable that the preparations for the 
expansion of war activities in so many 
industries should have created new un- 
derwriting problems but all these have 
been successfully met. To Harold 
Warner, our United States manager, and 
to his assistants, I express once again 
our indebtedness for their able conduct 
of our affairs during a year which has 
been more than usually difficult. 

“The Globe Indemnity has once more 
produced excellent results in spite of the 
fact that the rate reductions, particularly 
in the automobile and compensation de- 
partments, of which I spoke last year, 


stituted 
portant 1 
lose of 
indergro 
Compt 
n —— 
al appli 
Dffice ac 
lestroye 
equently 
trong rc 
ly home 


High 
Damag 
odern { 


ost of 
ffices ar 


are being increasingly felt. I congratu- @ vercc 
late Kenneth Spencer and his colleagues "emo 
on an eminently successful year.” ch as 
Chairman Barnes made the following #48 wor! 
allusion to the company’s marine interests ''Y has 
in the United States: “Despite the tem- po. in 
porary loss of our Continental connec we, 
tions, the hull, cargo, and war risks ome. 
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sections of our underwriting have made 
satisfactory progress, particularly in the 
United States. In this latter connection, 
I would express our appreciation to Mr. 
Zeller, our New York marine managet, 
and to his colleagues.” 
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Phoenix of London Official Gives 
Facts on Casualty Ins. in War-Time 


By Clipper yrom London—Courtesy of J. M. Haines, U. S. Manager, London Guarantee. 


Unusually interesting and timely is article “Casualty Insurance in England-at- 
War” by E. B. Ferguson, general manager in London of the Phoenix Assurance, 
Ltd, which appears in the current edition of the Casualty & Surety Journal, pub- 


Hlished by the Association of Casualty & Surety Executives. 


Mr. Ferguson gives 


frst hand facts about insurance operations in a war-time atmosphere—facts that 


American company executives and their agents have been eager to learn. 


Shortly 


before the outbreak of the war Mr. Ferguson was appointed to the highest execu- 


tive office of his company. 


He writes: 


Duplicate Head Offices 
First problem to be met by insurance 
managements in England was that of 
ensuring that, come what might come, 
the business should still be carried on. 
The week preceding the declaration of 


Wwar, therefore, witnessed an exodus from 


h a the City, to which the only parallel was 


that of the exodus during the plague year 
of 1665. Country houses, some of which 


transformed almost overnight into dupli- 
ate head offices and on the first Monday 
of war in many instances only nucleus 
the original head 
offices. 


' At the same time there was a consid- 
erable devolution of 
center to the country and 


control from the 


provincial 
branches and a large number of head 
office clerks were dispersed to these 
branches. 

Meanwhile work on air raid shelters 
at head offices and the companies’ 
premises in the more vulnerable cites was 
speeded up and the air raid precautions 
Organizations in every office building, 
te squads, wardens, breakout gangs and 


$0 on, brought on to an action footing. 


Safeguarding of Records 


Insurance trades on scraps of paper: 
obligations as- 


faterially increased use had to be made 
Df steel fittings, basements, strong rooms 
bnd photographic record keeping. New 
standards of safe keeping had to be in- 


stituted in respect of particularly im: 
MPortant books and files and these, at the 
tlose of each day’s work, were taken 
inderground. * * * 


Comptometers, typewriters, calculating 


cal appliances in an efficiently organized 
bffice acquired a new value. These, if 
lestroyed, might not be replaced. Con- 
equently reinforced basements and 


y home, * * 
High Explosives and Fire Damage 


Damage by high explosive to the 
odern ferro-concrete buildings in which 
most of the insurance companies’ head 
flices are housed is comparatively quick- 
y overcome. Furniture and records can 
€ removed to new premises. On jobs 
lich as this every member of the staff 
as worked with a will when the neces- 
ity has arisen, There is little or no 
teak in rhythm of production. 


ire, however, is much more trouble- 
me, * * * 


Staffs Greatly Depleted 


Speaking of the large numbers of the 
“unger men who left their desks at an 
ours notice with the hearty good will 





The tone of his message, excerpts from which follow, 
indicates how well qualified he is to lead a great insurance organization in time of 
/war emergency. 


of their companies to join the British 
armed forces, Mr. Ferguson said that 
“at a stroke the companies were de- 
prived of 10 to 15% of their male staff” 
and this was followed up by a progres- 
sive calling up for military service on a 
conscription basis of all men up to 30 
years of age. He said: 

The companies have dealt consider- 
ately with these men, keeping their posi- 
tions open for them and helping them 
in many cases to meet their financial 
obligations. The progressive nature of 
the call-up gave executives some oppor- 
tunity of budgeting ahead on staff needs. 
So far, insurance is a reserved occupa- 
tion at age thirty, the government hav- 
ing considered that by reason of its 


(Continued on Page 36) 


Price Challenge to 
Be Met by Stock Cos. 


RAY MURPHY PRESENTS FACTS 

But Service of Capital Stock Property 

Insurance Will Not Be Lessened, Ass’n 
Official Tells Tennesseeans 





Capital stock property insurance will 
meet the cost competition of the co- 
operative property insurance carriers, Ray 
Murphy, assistant general manager of the 
Association of Casualty & Surety Execu- 
tives, declared on June 27 in addressing 
the annual convention of the Tennessee 
Association of Insurance Agents. Steps 
already have been taken, he _ indicated, 
by the national organizations representing 
agents and brokers and by the capital 
stock companies to meet the challenge of 
price. Further steps will be taken for 
the solution of this problem, Mr. Murphy 
said, emphasizing that “companies and 
producers going forward together on the 
common front in the common cause.” Con- 
tinuing, the speaker brought out: 


Importance of Price Factor 


“In a competitive field—and the prop- 
erty insurance field is highly competitive— 
the price factor is important, and some- 
times controlling. The outlook for capi- 
tal stock insurance is by no means dis- 
couraging, and, indeed, evidence is not 
lacking to show that the challenge of 
consumer cooperative property insurance 
has been met, and will be met and over- 
come. But that justifies neither compla- 
cency nor indifference. 

“If we oi the capital stock property 
insurance industry face the facts, we must 
admit that in too many instances, in- 
stances numerous enough to constitute a 
threat, large risks have gone to the co- 
operative insurers solely on a price basis. 
This means that in the eyes of such buy- 
ers, the claims of superior service by the 
capital stock companies, and agents, justi- 
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fied as they are, cannot overcome the ap- 
peal of price. 

“We can make, with all confidence, the asser- 
tion that to desert the cause of private enter- 
prise in insurance buying is to desert the cause 
of private enterprise itself, but in all too many 


cases the price appeal st ll prevails. We can 
point to the ruin that direct selling competition 
has brought to ters of thousands of merchant 
middlemen, with sad and quite apparent effect 
upon thousands of communities, but in all too 
many instances the insurance buyer is thinking 
only of an immediate savings involved. 

“This is not to say that capital stock property 
insurance must lessen its superior service, or 
lower in any way the quality of its ‘merchan- 
dise.’ It need not do that. But it can, and in 
my opinion must in necessary measure, suffi- 
ciently meet, and it has begun to meet, the 
cost competition, so that the cooperative prop- 
erty insurance carriers may not preempt the 
large risk field.” 


W. J. Falvey Reelected 








Advisory Committee Chairman of Nat'l 
Conservation Bureau for 4th Term; 
Also Safety Council Secretary 
Wallace J. Falvey, first vice-president, 
Massachusetts Bonding in charge of its 
New York branch office, was reelected 
on June 26 as chairman of the advisory 





WALLACE J. FALVEY 


committee for the National Conservation 
Bureau. This is Mr. Falvey’s fourth 
consecutive term as chairman of this 
committee which is one of the most ac- 
tive in the Association of Casualty & 
Surety Executives. N.C. B. is the acci- 
dent prevention division of that associa- 
tion, and Mr. Falvey’s chairmanship of 
its activities despite the pressure of 
other responsibilities is a compliment to 
its well-rounded program. 

Mr. Falvey is also serving his third 
term as secretary of the Greater New 
York Safety Council, having been re- 
cently reelected. 


Marion Brisk Marries 


Marion Brisk, the young lady who 
handles so pleasantly the dozens of tele- 
phone calls a day coming into the Asso- 
ciation of Casualty & Surety Executives’ 
head offices in New York, was married 
several weeks ago to Joseph J. Pro- 
chazka, an engineer, at First Presby- 
terian Church, Jamaica, Long Island, by 
the Rev. Andrew McGill. Following the 
ceremony the newlyweds took a honey- 
moon trip to Virginia Beach. 

Miss Brisk has been with the associa- 
tion for several years at 60 John Street 
and before'that was receptionist in the 1 
Park Avenue offices of National Bureau 
of Casualty & Surety Underwriters. She 
has hadxabout ten years’ service in both 
organizations. Her husband is a graduate 
of Johns Hopkins University with an 
engineering degree. 





COLE ON AIRCRAFT BOARD 

Francis W. Cole, vice-president and 
general counsel of Travelers, has been 
made a member of the board of direc- 


tors of the United Aircraft Corporation 
of Hartford. 


Page 34 





(Carualtso 


THE EASTERN = 
K__ UNDERWRITER 















[re toy 








July 4, 1948 july 











——. 











On ihe aiid ction: Firing Ee " 








Human Interest Angles to 20-40-60 





angle the two-day business 
gathering last prize- 
Indemnity of North 
America was a success. The 100 agents 
who qualified for the trip to the home 
office in Philadelphia and to Atlantic City 
efforts in the 
carried on by 


From every 


and social week of 


winning agents of 


felt well repaid for their 
campaign 


20-40-60 sales 


Benjamin Rush, Jr., left, vice-president, 

presents agency award to H. Herbert 

Corson of Davis, Bradford & Corson, 
Nashville, Tenn. 


Indemnity Co. during 1940. They were 
told appreciatively by Vice-President Ben- 
jamin Rush, Jr., chairman of the drive, 
that through their efforts the company 
made a premium gain of 11% last year 
compared with a 3% average increase of 
all multiple line stock companies. 

took with them 
only pleasant memories and a new outlook 
on production but each received a certifi- 


The agents home not 


Campaign Party of Indemnity Agents 





cate attesting to Indemnity’s appreciation 
of his sales work in the 1940 campaign. 


Byron Jenkins Gets 7-Cent 
Carfare Ticket 


Byron Jenkins, city treasurer of Vent- 
nor, N. J., got as an unexpected gift a 
railroad ticket, 22 inches long, which en- 
titled him to transportation facilities to 


and from his home in Ventnor. (The 
exact fare cost is 7 cents!) 

Picture on this page shows 
John A. Diemand of the North America 
fleet presenting Mr. Tenkins with this 
ticket. This ceremony came at the ban- 
quet and thereafter Jenkins came in for 
a lot of kidding and even newspaper pub- 
licity, by reason of his having won a 
convention trip to a resort next door to 
his own home town. Interestingly, he is 
a past president of the Atlantic City Real 
Estate Board and in that ca-acity helped 
to develop the resort. 

Much enjoyed at the banquet was the 
renditions by Mary Eastman, radio sing- 
ing star, one of the artists who enter- 
tained. 


Impressed by Joe Kirkwood’s Shots 


Another feature of the party was the 
demonstration of trick golf shots given 
by Joe Kirkwood, Australian professional 
golfer, at the Seaview Country Club, 
where the Indemnity Company agents 
played golf and enjoyed a buffet luncheon. 

This demonstration came on Wednesday 
following the business program at which 
the agents listened to the impressive ad- 
dresses of President Diemand and Exec- 
utive Vice-President H. P. Stellwagen. 
These were reviewed in The Eastern 
Underwriter last week. 


Stellwagen on Temptations of Huge 
Defense Spending 


A significant portion of Mr. Stell- 
wagen’s address in connection with the 
huge spending program of the U. S. 
Government for defense activities is 
worth re-emphasis. Declaring that it 
takes a certain strength of character to 
resist the temptation to build up an ex- 
traordinarily large premium volume, he 
cautioned casualty - surety underwriters 
not to forget the first rule of sound 


President 





Prize-winning Indemnity agents C. W. Houghton (left) of Chico, Cal., 


and H., J. 


Mowry, E. S. Rankin Agency, Inc., Kalamazoo, Mich., inspect diorama showing 
early fire-fighting scenes in historic museum of home office of Insurance Co, of 
North America in Philadelphia. 
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President John A. Diemand hands City Treasurer Byron Jenkins of Ventnor, N, J) 
his carfare ticket to Atlantic City and return. The fare was seven cents each way, 


underwriting which is that a company 
must effect a wide and varied distribu- 
tion of risk in order to permit the oper- 
ation of the law of large numbers. “We 
must continue to seek such distribution 
of risk by developing all the casualty 
and bonding lines and not allow our- 
selves to be diverted to only one line 
by the lure of tremendous premiums,” 
he said. 

Mr. Stellwagen did not mean that large 
defense jobs should be shunned at this 
time. On the contrary, “we expect and 
desire to handle our fair share of that 
business.” But his point was that “our 
facilities should be made available pri- 
marily to our own agents and their cli- 
ents” and that he did not approve of 
going out indiscriminately in the open 
market to bid competitively on every- 
thing that may be offered. Doing so 
might result in a sizeable proportion of 
the company’s total premium income be- 
ing bound up with the fortunes of rela- 
tively few risks of fantastic size. “An 
unfortunate development on them will 
bear too heavily on the whole under- 
writing result,” he emphasized. 

At the same time to go to the other 
extreme and adhere strictly to the prac- 
tice of an orderly peace-time economy 
seemed like ignoring the realities of the 
situation, in Mr. Stellwagen’s opinion. 
This is because “swift change is likely 
to be the characteristic of the coming 
years and our methods must always be 
responsive to the needs of the insuring 
public.” 

Before leaving the home office in Phila- 
delphia the agent guests were much im- 
pressed by the collection of fire marks 
and fire fighting relics in the North Amer- 
ica’s historic museum. A picture on this 
page gives a typical close-up shot of out- 
of-town agents admiring a diorama of 
this type. 





Burglary Writings Doubled 
In Thos. J. Hogan Agency 


For the first six months of 1941 the 
Thos, J. Hogan Agency, New York, has 
practically doubled its production in 
burglary insurance and kindred lines. 
Joseph Rallings, manager of this de- 
partment, handles both underwriting and 
production including the making of in- 
spections for broker friends of the 
agency. 





M. G. JENSEN CINCINNATI MGR. 
Mark G. Jensen is the newly appointed 
casualty manager in the Travelers’ 
branch office at Cincinnati. Formerty 
assistant manager of this department at 
the Toledo branch, Mr. Jensen lately 
has been acting manager at Cincinnati 
during the absence of Manager F. P. 
Davis, who has now been relieved of 
duty becaues of illness. A native of 
Mapleton, Minn., Mr. Jensen has been 
with the Travelers since April, 1929. 
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» Was tak 
Canadian Surety Joins Canadian Aircrai ¢t of 
Insurance Group; Company in lowe 
Members Nam that tim 
The Canadian Surety Co. has becom the onls 
a member of the Canadian Aircraft Inj) by ferry 
surance Group for which the Canadiay River. 
Aviation Insurance Managers, Ltd Steet \ 
Montreal, serve as managers. Belg 
The Canadian Aircraft Insurance sessed a 
Group is a means of providing throug J 
one channel adequate facilities insu) Attorr 
ance-wise to meet growing needs of Mitchell 
Canadian aviation. Sole power to nam tis, Belk 
rates, bind risks and issue policies cov Martin, 


ering aviation hazards rests with th! general 
managers. Riegelmz 
Squadron Leader J, H. Tudhope, presi sented t 
dent of Canadian Aviation Insurance) was the 
Managers, Ltd., is in active charge. Jo) Plans 
B. Alexander is general manager of th} pared by 
Canadian Surety. BC. Ely, 
The Canadian Aircraft Insurancl fice build 
Group has expanded to the point wher}) Americar 
now it is composed of the followin) ance Co. 
members: Canadian Surety, Aetna, Auto!) buildings 
mobile, British America, Hartford Ac h 
cident & Indemnity, Hartford Fire, Ib The F 
surance Co. of North America, Marylanij f office is 
Casualty, National Union, North Rive fices in | 
Phoenix of Hartford; Providence Was £1895. It: 
ington, Springfield Fire & Marine, Sifand city 
Paul Fire & Marine, Travelers Comp the legal 
nies, United States F. & G,, Unite Platt, an 
States Fire and Western Assurance. |___ 


















THEATRE LIABILITY EXPERTS! ©: & 
John L. Martin, well known in northerly 
New Jersey casualty ranks, is now i) © W. Fa 
agency partnership with Harry H. Lower urer; | 
stein, formerly with the Prudential as @& Hi 

















agent. With offices at 24 Walnut Str) ¢ y | 
Newark, their agency specializes in they ociation 
tre liability insurance. Mr, Martin, thitMives was 
years in the business, was Standard ASurer at tl 
cident’s state manager in New Jersey fj, Lo. 
many years before entering the agen) lected 7 
ranks. Mr. Lowenstein was district ma Bssistant 
ager of the Lerner Stores, Inc., befow Mr F 
entering insurance, 4 hides” 
ON MID-WEST TOUR [jonny ‘tS 
John A. Diemand, president, Insw® (esl 
ance Co. of North America, accompamltMeft t. ts 
by H. P. Stellwagen, executive vitGQyith the « 
president, Indemnity Insurance Co. “ant treasu 
North America, recently visited agen 
in the Middle West. They held com RE-EL 
ferences in Chicago, where the Nor! 
America has a service office, and @Equitaby 
Minneapolis. Term i 
HONOR McGEE IN MINNESOTA}, *** 
Friends of L, C. McGee, Minnest@,, 7 L 
manager, Aetna Casualty & Surety © wi ife 
honored him at a dinner recently in iy, y_re- 
Paul, to mark completion of twenty-f eet York 
years’ service with the Aetna. Amos a Prog 
those attending was E. O, Wagon * term 
former superintendent of agencies utual vi 
Chicago, who gave Mr. McGee his fi ag : 


job with the Aetna at Chicago. resident 
. 1 , 
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Construction on Fidelity & Deposit’s 
new six-story building at William and 
Fulton Streets in New York City is ex- 
pected to begin within the near future, 
and it will be rushed so that the metro- 
politan branch of the company may move 
into its permanent new offices during the 
Summer of 1942. As already reported, 
Fidelity & Deposit’s new building will be 
of limestone and red brick in Georgian 
design as indicated in the architect’s 
sketch on this page. 

In an all-cash deal the properties now 
at 138 and 140 William Street (southeast 
} corner), having a frontage of fifty-five 
} feet on William Street and 100 feet on 
) Fulton Street, are involved in the sale, 
which was handled by Charles F. Noyes 
Co. 

The property at 140 William Street was 
' sold by Miss Ethel Zabriskie and the Za- 
, N.JE priskie Estate, represented by the City 
h way Bank Farmers Trust Co. and the Bank 

® of New York. The parcel had been in 


| Studio 


IDS & the Zabriskie family since 1858 when title 
» was taken from Thomas Gardner, a mem- 
Mircrafie bet of one of the then prominent_ families 


Sin lower New York. Fulton Street at 
© that time was known as Ferry Street, as 
the only communication to Brooklyn was 
by ferry from Fulton Street at the East 
River. The inside parcel at 138 William 
Street was sold by the Mutual Life In- 
surance Co. The two properties are as- 
sessed at $320,000. 
Attorneys in Transaction 


Attorneys in the transaction were 
© Mitchell, Taylor, Capron & Marsh; Cur- 
tis, Belknap & Webb; Emmet, Marvin & 
Martin, for the sellers. Thomas E. White, 
general counsel, Fidelity & Deposit, and 
)Riegelman, Strasser & Schwarz, repre- 
im sented the purchaser. Frederick Allen 
/was the attorney for the Mutual Life. 

i ©Plans for the building have been pre- 
pared by the firm of John H. and Wilson 
' C. Ely, who have designed the home of- 
§ fice buildings for the Mutual Benefit Life, 
American Insurance Co., Firemen’s Insur- 
ance Co., besides many other outstanding 
buildings in the metropolitan area. 

In New York Since 1895 

» The Fidelity & Deposit, whose home 
office is in Baltimore, has maintained of- 
fces in New York City since January 1, 
61895. Its first representative in the state 
Pand city was Frank H. Platt, member of 
the legal firm of Tracy, Boardman & 
Platt, and son of United States Senator 
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C. & S. ASS’N RE-ELECTIONS 








northens: ; 
now i ©: W. Fairchild Again Designated Treas- 


Lower) urer; L. A. Mills Secretary and W. 
al as A Hicks Assistant Treasurer 
t Stree Cw. Fairchild, general manager, As- 


hiegsociation of Casualty & Surety Execu- 

d Ac Was re-elected to the office of treas- 

arg “Murer at the executive committee’s meet- 

rsey lng June 24. Louis A. Mills was re- 

, 28Relected secretary and William Hicks, 

ict MAassistant treasurer. 

» Mr. Fairchild was re-elected general 
anager at the annual meeting of the 
@tire Association in May. It is cus- 

— tor the general manager also to 

€tve as treasurer, but this choice is 

Teft to the executive committee together 

MWith the election of secretary and assist- 

‘Want treasurer, 





’ 











RE-ELECT FRANK L. JONES 












quitable Society V.-P. Now in Third 
Term As President of Greater N. Y. 
Safety Council; Wilder V.-P. 
Frank L. Jones, vice-president, Equit- 
ble Life Assurance Society, was re- 
ently re-elected president of Greater 
ew York Safety Council, one of the 
ost progressive in the country, for a 
mtd term. Charles R. Wilder, Liberty 
utual vice - president, was re-elected 
uncil vice-president, and Wallace J. 
aivey, Massachusetts Bonding | vice- 
resident, re-elected Council secretary. 


















Fidelity & Deposit Hopes to Occupy 
N. Y. Building by Summer of 1942 
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Deposit office building in New York. 


sketch of new Fidelity & 


Thomas C. Platt. In May, 1895, Henry 
B. Platt, brother of Frank H. and gen- 
eral superintendent of the United States 
Express Co. in New York City, was elect- 
ed a vice-president of the company and 
placed in full charge of its New York 
offices. 

The growth of the F. & D.’s organiza- 
tion in New York has been rapid and the 
metropolitan department ranks next in 
importance to the home office. The com- 
pany’s first quarters in Manhattan were 
located at 35 Wall Street. In 1909 the 
offices were moved to 2 Rector Street, and 
in subsequent years to 120 Broadway and 
55 Liberty Street. Since 1933 the F. & 
D.’s offices have been located at 99 John 
Street. 

The metropolitan activities of the F. 
& D. and its running-mate, the American 
Bonding, are under the direction of Vice- 
President G. William Crist, Jr., who was 
elevated to his present post in July, 1939. 
He had previously served for five years 
as manager in New York and before that 
had acted in a managerial capacity with 
the company elsewhere. Associated with 
Mr. Crist in the management of the met- 
ropolitan department is Ashby C. Taylor, 
manager, and three assistant managers— 
Edward J. Gorman, John P. Madigan and 
William E. Shaw. Thomas E. White, 
vice-president in charge of the claim and 
legal departments, also serves as general 
counsel for the company in New York. 
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$6,919,300 Appeal Bond 
Handled by Amer. Employers 


The American Employers’ has ar- 
ranged an appeal bond for the Chicago 
Stock Yards Company in the amount 
of $6,919,300. This is believed to be 
one of the largest, if not the largest, 
ever furnished by corporate suretyship. 

Co-sureties with the American Em- 
ployers’ are, the Aetna, Continental Cas- 
ualty, Fidelity & Casualty, Indemnity 
Insurance Co. of N. A., National Surety, 
Travelers Indemnity and United States 
F. & G. 

The bond was filed in Washington by 
Elmer Anderson, assistant superinten- 
dent, bonding department of the Amer- 
ican Employers’. 


Petition for Comp. Refund 
Rejected by Minn. Board 


What is believed to be the final chapter 
in an effort by a group of Minnesota 
employers to compel insurance companies 
to refund $1,704,000 in compensation pre- 
miums was written this week when the 
Minnesota compensation insurance board 
rejected the petition of the E. W. Coons 
Co. of Hibbing for a refund on premiums 
paid in 1934-35-36. It claimed the rates 
for those years were illegally set, and 
that all employers were over-charged to 
the amount of $1,704,000. 

In rejecting the petition the board 
said that the rates for the three years 
involved were established in the same 
manner as in other years since compensa- 
tion writing began in Minnesota in 1921. 

A similar petition covering 1935-36 was 
previously rejected by the board and its 
action upheld by the district court. 


Bill Would Add Radio To 
False Advertising Law 


A bill introduced in the Michigan leg- 
islature by Representative Walter M. 
Stockfish to add radio to the present 
statute relating to false advertising is 
viewed as of possible value in controlling 
the advertising and promotion by un- 
authorized companies of limited health 
and accident and similar contracts. 

Adequate penalties are provided in the 
law prohibiting misrepresentation of 
commodities or services, to which it is 
now proposed to add radio. The bill has 
been referred to the judiciary com- 
mittee. 















Specializing in 
FIDELITY, SURETY and 
FORGERY BONDS 








Empire State Mutual in 
A. & H. Deal with Craftsmen 


Empire State Mutual Life of James- 
town, N. Y. this week acquired more 
than $62,000 of accident and health pre- 
mium income in New York State busi- 
ness from the Craftsmen Insurance Co. 
of Boston. This represents business 
formerly in the United Casualty of West- 
field, Mass. which company was pur- 
chased by the Craftsmen. Because the 
latter company is not licensed in New 


York State the Empire State Mutual 
made arrangements with C. M.. Good- 
now, its president, to take over this 


business. 

Acquisition of this new business will 
increase Empire State’s A. & H. volume 
in force by 20%. Vice-Presidents Peter 
E. Tumblety and Morgan O. Doolittle 
personally handled details of the trans- 
action with W. I. Newton, vice-president 
of the Craftsmen. 





NAME MINNESOTA COMMITTEE 
Study 





Interim Legislative Body to 
Occupational Diseases and 
Report in 1943 

Six members of the Minnesota legis- 
lature have been appointed on an interim 
committee to study the subject of occu- 
pational diseases and to report recom- 
mendations to the 1943 session. The 
study was decided on after opposition 
developed to a bill in the recent session 
to throw wide open the schedule of occu- 
pational diseases. 

For a time after the recent session 
closed it was thought that the interim 
committee had been lost in the confu- 
sion of the session’s closing days. How- 
ever, it was found to have passed both 
houses and to have been signed by the 
Governor. 

Representing the senate on the interim 
committee will be M. C. Lightner, St. 
Paul; Gerald T. Mullin, Minneapolis, 
and H. H. Sullivan, St. Cloud. House 
members are G. W. Terwilliger, Red 
Wing; S. C. Odenborg, Wheaton, and 
Joseph Prifrel, St. Paul. 





JOHN FANNING PRESIDENT 
Employers’ Liability Manager in Toronto 
Heads Insurance Institute There; 
Other Officers Elected 

John Fanning of the Employers’ Lia- 
bility, has been elected president of the 
Insurance Institute of Toronto for the 
1941-42 term, succeeding J. B. Alexander 
of the Canadian Surety, who auto- 
matically becomes honorary president. 
Vice-presidents include: R. J. Bastedo, 
London Guarantee; W. H. Buscombe of 
Shaw & Begg, and William C. Butler of 
the Pearl. Secretary-treasurer is J. H. 
King, Toronto, 

Members of the council who have been 
elected are : J. J. O’Brien, Canadian 
Underwriters’ Association; G. A. Stub- 
bington, Western Assurance; G. B. 
Kenney, Glens Falls; W. P. Fess, Cana- 
dian General; H. A. Joslyn, New York 
Underwriters; H. L. Wiglesworth, Liver- 
pool & London & Globe; R. G. McMur- 
rich of G. MecMurrich & Sons; F. L 
Flight, Royal-Liverpool Group; P. L. 
Waylett, London & Lancashire; A. J. 
Mylrea of Reed Shaw & McNaught; 
B. B. Hall, General Accident; N. J. Ross, 
Union of Canton, and H. W. Falconer, 
Dominion of Canada General. 
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Casualty Ins. in England-at-war 


(Continued from Page 33) 


servicing essential government insurance 
schemes, the industry cannot be deprived 
of too great a proportion of experienced 
staff, * * * It has been necessary to 
resort increasingly to girl clerks. 


On the whole the new machine works 
smoothly and although perhaps not of the 
100% efficiency of pre-war days, there 
is at present no evidence of congestion of 
work or excessive pressure on staff. It is 
a strange fact that under war conditions it 
seems easier to achieve economies of or- 
ganization and secure increased output 
than in times of peace. * * * 


Strain Being Borne Remarkably Well 


Insurance can be proud of the enormous 
contribution it has made to the part-time 
Civil Defense Services, and the remark- 
able fact is that throughout the heaviest 
attacks, when continuous and _ prolonged 
night duties were being discharged, this 
was not reflected at all in any loss of time 
in daily work. If to this is added the 
unusual conditions under which many of 
the employes are having to live with their 
families evacuated to safer areas, it is 
remarkable how well the strain is being 
taken. 

Underwriting Difficulties 

Speaking of underwriting difficulties, 
Mr. Ferguson noted the potent effect which 
war conditions exercise on claims experi- 
ence. In the automobile field he mentioned 
contrary factors which have tended to 
keep this experience on the unfavorable 
side—the service vehicles of all kinds 
which throng every highway, many of 
which are of the heavy truck variety; 
some of extraordinary length; others fast, 
high-powered vehicles. ‘He then said: 

It may be that military drivers take 
risks which most civilian drivers would 
not contemplate. Perhaps adverse weath- 
er has also been a factor in the road ac- 
cident experience. General opinion, how- 
ever, is inclined to attribute the main 
blame to “black-out” conditions at night 
and it is significant that although night 
raiding by the enemy has developed on 
a heavy scale, the Ministry of Transport 
has had progressively to relax the restric- 
tions of motor vehicle lighting. The les- 
son to be learned apparently is that expe- 
rience in driving under black-out condi- 
tions is all important. 


Black-Out Affects Burglary Line 


The black-out also has adversely affect- 
ed the results under burglary insurances, 
not so much in respect of suburban prop- 
erties but business premises. In the sub- 
urbs the house-breaking criminal probably 
has been deterred—notwithstanding the 
grand opportunity offered by many houses 
left unoccupied through their owners hav- 
ing proceeded to safer areas. * * * The 
contents of business premises, however, 
have become an attractive proposition to 
the burglar because of the severe control 
exercised over the distribution of com- 
modities and rationing of food stuffs. 
“Black markets” for goods in short sup- 
ply give him quick return. * * * 


Workmen’s Compensation 


As regards workmen’s compensation loss 
experience, sufficient time perhaps has not 
yet elapsed to disclose the full effect of 
the tremendous spurt in production that 
followed Dunkirk. It is reasonable to 
anticipate that with all the adverse factors 
inseparable from workshops and factories 
working the clock ’round under production 
pressure and the employment of only par- 
tially trained and often over-tired people 
whose normal periods of rest have been 
broken into by night bombing, and with 
mass transfers of labour from non-essen- 
tial industries to heavier war production 
industries, claims would have increased 
both in number and in individual severity. 

Certain nerve specialists thought that 
under aerial bombing, cases of shell shock 
would develop among the civilian popula- 
tion. This has not occurred and it would 
almost seem that concentration upon the 
war effort has to some extent eliminated 


accident proneness and compensation mind- 
edness, © * > 
Lessons for the Underwriter 

Finally Mr. Ferguson speaks of lessons 
for the underwriter and says: 

“If there is one lesson more than another to 
be derived from the experience of casualty in- 
surance in England during these first twenty 
months of war, it is that while adhering to 
fundamental underwriting principles, the sound- 
ness of which has been tested by time, ‘there 
has to be flexibility in the practical application 
of these principles. Preconceived conclusions 
are apt to be falsified by events. The war 
passes through changing phases. The under- 
writer must adapt his out'ook and ideas to the 
demands of the moment always remembering 
that insurance plays an integral part in the 
economic structure and functioning of the coun- 
try and that it is up to him, as much as the 
government official, the manufacturer and the 
trade union leader, to see that no sand gets 
into the bearings. 

“The second lesson is that the whole country 
is in this thing together. No sectional interests 
can be served or individual advantages pursued. 
It is not a case of making money out of the 
war, but of keeping a vital national service 
going so that the national economic structure 
shall be brought through this period of emer- 
gency and recurrent crises as little impaired 
as possible.” 

Mr. Ferguson in closing emphasized that cas- 
ualty insurers can make a definite contribution 
to the national effort in war time, from their 
knowledge and experience. 





AUTO DEATHS GAIN 13.7% 





In First Four Months of 1941 9,301 Fa- 
talities Reported by 47 States; Aetna 
Casualty & Surety Statistics 

The safety education department of 
the Aetna Casualty & Surety has com- 
piled motor vehicle traffic fatalities for 
the first four months of 1941.  Forty- 
seven states report total fatalities for the 
period of 9,301, compared with 8,179 for 
the 1940 period, or an increase of 13.7%. 
Seventy-eight lives have been lost daily 
—ten more deaths every day than there 
were last year. 

Three states—New Hampshire, North 
Dakota and Wyoming—tied for first 
place in safety and, for the four months, 
show a reduction of 25%. Rhode Island 
follows with a decrease of 18.5%, and 
Minnesota is in third place with a drop 
of 14.6%. Only ten of the forty-seven 
states were successful in reducing their 
automobile traffic deaths. 

While the month of April alone showed 
an increase of 10.8% in its traffic fatali- 
ties, this is a slight decrease over 
March. Wyoming improved its record 
62.5%; and North Dakota and Rhode 
Island bettered their records 50% for 
the month. New York State showed a 
5.5% increase in fatalities over the first 
four months of 1940. 





Emerson Davis Given Texas 
Post by Inter-Ocean Casualty 


Emerson Davis, formerly of Dayton, 
Ohio, has been made Texas general 
agent of the Inter-Ocean Casualty with 
headquarters in Dallas. Twenty years 
in the A. & H. business as a field man 
and home office representative, Mr. Davis 
has been active in the National A. & H. 
Association; is a past president and sec- 
retary of the Dayton association, and is 
now a member of the educational com- 
mittee of the national body. He was 
secretary of the Dayton Life Under- 
writers when he left for Dallas. 





NASHVILLE BOARD ELECTS 


The Insurance Exchange of Nashville, 
Tenn., recently re-elected C. E. Byron 
as president; Vernon Sharpe, Jr., vice- 
president, and J. R. Handley, secretary- 
treasurer. Joseph H. Bandy, G. F. Cra- 
nor, C. M. Hunt and Paul Turner were 
named to the board of directors. 


H. Jordan Dooley Host 
At Employers’ Opening 


NEW OFFICES IN PHILADELPHIA 

U. S. Manager E. C. Stone and Party 

of Head Office Executives Attended 
“Open House” Affair 





Independence Square, Philadelphia, the 
scene of great historical events, was en- 
livened on July 1 by the formal opening 
in the Independence Building of new 
offices for the Emplovers’ Group Middle 
department. It was a festive occasion 
despite the heat, and brought into the 
spotlight H. Jordan Dooley, resident 
manager for the Middle department, who 
was the host, and a large party of head 
office officials headed by United States 
General Manager and Attorney Edward 
C. Stone. The Middle department, after 
eighteen years at 311-313 Walnut Street, 
Philadelphia, has made this move to 
larger quarters so as to better accom- 
modate its organization and office agents. 

Buffet Luncheon and Dinner 


All day Tuesday, July 1, a steady 
stream of visitors were welcomed to an 
“open house” party and inspection. They 
enjoyed a buffet luncheon in pleasant 
surroundings and congenial company. 
And that evening a dinner was held at 
the Downtown Club. Mingling with the 
agent and broker visitors were the head 
and branch office executives. Besides 
Mr. Stone they included: Artemus B. 
Poor, executive underwriter and deputy 
manager; E. A. Larner, vice-president, 
Employers’ Fire; J. Chester Mullen, as- 
sistant to the managers; Frank W. Boyle, 
assistant superintendent, agency and pro- 
duction department; Gordon L. Story, 
superintendent, special risks department; 
Clarence G. Scholtz, superintendent, ex- 
pense control department, and Forest E. 
Donigan, superintendent, United States 
claim department. 

On hand in addition were the managers 
of the three service offices under Mr. 
Dooley’s supervision—John J. Barrow, 
Pittsburgh; Ralph E. Wallace, Harris- 
burg, and Clifford M. Frasch, Scranton. 
Also the following special agents: W. E. 
Stumpf, Lloyd J. Osborn and Chester I. 
Nicewonger—all of Pittsburgh territory; 
Norman Wilson, R. E. Whitehead, John 
E. Karr and J. E. Etchberger—all of 
Harrisburg territory; George C. Neslie, 
Richard Atkinson, W. J. Curry, Jr., Wal- 
ter W. Savage, Robert S. Schoonmaker, 
Jr., and G. Albert Mershon—all of Phila- 
delphia, suburban Philadelphia and south- 
ern New Jersey territory. 

From New York City came Thomas J. 
Hogan, president of his own agency, to 
pay his respects to Manager Dooley, an 
old friend. And in attendance as sort 
of a welcoming committee were Middle 
department staff key men, including in 
addition to Manager Dooley: 

Townsend M. Buggey, Jr., assistant manager; 
T. F. Leuschner, superintendent, underwriting 
department; Harold Y. Jones, superintendent, 
automobile underwriting department; Henry 
Brodish, superintendent, compensation and _lia- 
bility department; Barrett G. Getchell, super- 
intendent, fire department; Harry Donovan, su- 
perintendent, accident and health department; 
James Canavan, superintendent, special risks de- 
partment; C. H, Macdonald, superintendent, 
steam boiler and machinery department; George 
Eichner, superintendent, bonding department; 
Sidney T. Johnson, superintendent, Middle claim 
department; John S. Carroll, assistant superin- 
tendent, Middle claim department; Edward W. 
Sheetz, superintendent, accounts department; F. 
J. Donohoe, assistant superintendent, accounts 
department; H. D. Moore, superintendent, pay- 
roll audit department; N. W. Stolba, superin- 
tendent, engineering department; John E. Bor- 
hek, superintendent, agency and analysis de- 
partment, and J. S. Mallory, same department. 

Dooley 20 Years Resident Manager 

H. Jordan Dooley has held his present 
post as resident manager of the Middle 
department for the past twenty years, 
and under his leadership that depart- 
ment has thrived. His first capacity for 
Employers’ in Philadelphia was as spe- 
cial agent in 1910. In 1914 he was called 
to the home office as agency supervisor; 
returned to the Middle department in 


Malcolm-Smith’s Novel. 
About a Young Actuary 


TRAVELERS PUBLICITY  AS§7 





Entertaining Style of “Slightly Perfecy’ 
Assures Wide Sale of New Book; 
Insurance and Circus Atmosphere 





George Malcom - Smith, publicity as. 
sistant in the ‘Travelers, achieved ap 
ambition this week, that of having a full. 
length novel of his own published by 
Random House, New York, in which the 
principal character is an ambitious young 
actuary. Entitled “Slightly Perfect,” the 
book is perfectly timed for hot weather 
reading and should have a wide sale not | 
only among insurance people but by the 
general reading public. The book js 
dedicated to the memory of Heywood 
Broun, who suggested it. ' 

Milton Northey Haskins, the brilliant 
young actuary, is connected with the 
Nutmeg Insurance Co. of Hartford. As 
the scene opens he is in a dither be. 
cause he overslept five minutes and al- 
most disrupted his well organized early 
morning program. But he arrives in the 
office on time, well satisfied with life 
and living. Soon, however, he was{ 
snapped out of his complacency by a 
“call” from the chief actuary’s office. 
There he found a stern-faced group of 
men including the Vice-President, They 
accused him of making a mistake in com. 
puting the rate for a 20-payment life 


policy and he admitted it. Lamely he 
told his boss: “The decimal is simply 
out of place, Mr. Bixby.” Thereupon; 


the Vice-President said it was unprece- 
dented in his experience to find a man} 
actually admitting that he made a mis- 
take instead of trying to shift the blame, 

Events moved swiftly from that point 
on. Young Haskins, grief-stricken by 
his error, joins a traveling circus—Acres| 
of Fun—so as to “forget all.” He hooks 
up with a picturesque character named 
“Goldie”; nearly falls for the luscious 
Bunny LeFleur, a show girl; plays chess 
with and enjoys the rugged comradeship ® 
of Amos Carter, boss of the show; is! 
rightly suspicious of Bogel, the Uriah] 
Heep treasurer of the show, and fasci-§ 
nated by Peek the Geek, an old lady. 7 

Haskins finally returns to respectabil-~ 
ity in Hartford but he was a new mai) 
in many respects—as his secretary speed- 
ily discovered, 

Author Malcom-Smith has a free and 
easy style that makes for entertaining 
reading. His style, in fact, reminds this™ 
writer of Clarence Budington Kelland’s 7 


U.S. F. & G. Buys 9-Story — 
Building in Brooklyn, N. Y./ 
The United States F. & G. has just pur) 
chased the property at 164-166 Montagu 
Street, Brooklyn, at the southwest cornet 
of Clinton Street, which is a nine-stor 
and basement fireproof building contair- 
ing nearly 30,000 feet of prime offel 
space. The sale was made by Charles FF 
Noyes Co., Inc., in an all-cash transaction 
with Alonzo Gore Oakley, U. S. F. & GB 
vice-president in New York, as chief nt 
gotiator for the purchasers. Sherman & 
Sterling were the attorneys for the Noyes! 
Co. and William J. McArthur the lawye® 
for the U. S. F. & G. 

For several years the U. S. F. & G. has 
occupied the ground floor of the building 
just purchased. Mr. Oakley in comment 
ing on the transaction said: 

“In buying 164-166 Montague Street we shov 
our confidence in Greater New York real estatt 
and present price levels and the desirability ” 
a company of our character owning its bust 
ness homes. Albert J. Rowland, manager © 
our Brooklyn branch, has been connected wit! 
the company for over thirty years, the [a 
sixteen years in the Brooklyn territory.” 

The building just purchased is assesst! 
by the city for $250,000 and was mort 
gaged for $600,000. Now paid down t 
$450,000. This mortgage will be paid of 
and the property held by U. S. F. & & 
free and clear of mortgage. 








1918 as co-manager and has remainté 
there ever since. 
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ASS'T 
> erfect" 
Book; ¥ 
hee § J. E. Powell Points to A. & H. Value 
] 
ved To G lI A 
ved a oO Lenerdl insurance Agencies 
. a full 
— t James E. Powell, agency vice-president, 
5 young Provident Life & Accident of Chatta- 
ct,” the nooga, Tenn., spoke interestingly before 
ekg | the annual meeting of the Florida In- 
~ ra surance Agents’ Association at Jack- 
ook js sonville last week, stressing accident and 
eywood @ health insurance of the commercial type, 
rill f designed to cover the business man, the 
th tl professional man and the wage earner 
rd, ‘e in the higher brackets. 
ner be- f His first point centered around the 
ant Sy al wealth of prospects. No line, with the 
; Bad possible exception of life, he said, offers 
> ig ° . 
ith life anything like so wide a range of pros- 
e was pects. He emphasized that practically 
y bya © every abled-bodied man and woman 
Bs © needs and is a prospect for some form of 
_ They 2 accident insurance. “It insures the basic 
in com-§@ fundamental of wages,” he said, “and 
ent life™® continued ability to earn.” 
., Ree AMES E. POWELL 
rely he From the point of income, he con- J V 







one ' tnued, the commissions applicable to A. 
© & H. are considerably above the aver- 
age, pointing to growing importance of 
this line in the general insurance agency. 
Important from the standpoint of in- 
come, he said, is also the matter of per- 
sistency, 


Cold Turkey Prospecting 


Taking up clientele and good will 
building, Mr. Powell said that “for 
honest-to-goodness, cold turkey _ pros- 


pecting, no line fills the bill like accident 
insurance.” He continued: 

“Important to this proposition of good 
will building is the loss frequency of 
the accident business. After all, we are 
in the insurance business to pay claims, 
and the mark of our value to the com- 
munity is in the money we pay to our 
policyholders when they sustain a loss 
against which we have insured them. It 
is estimated that about one fire policy 
in twelve hundred will have a loss in a 
year’s time. About one in eight is the 
ratio in the accident line. 

“Insurance buyers grow tired of al- 
ways being on the paying end. They 
like to be on the receiving end once in 
awhile. They may greet you with good 
grace when you come to collect a pre- 
mium, but there will be more real warmth 
in the greeting, if you have a loss draft 
in your hand. And, the personal nature 
of the payment you make for an accident 
claim is not to be overlooked. 


Fire Policy Loss 


“If you pay a loss on a fire policy, 
it is pretty much of a business proposi- 
tion. The chances are great there is a 
mortgage clause on the policy, and the 


G. ha} insured may not even see the draft ex- 
building cept to endorse it. If you pay an auto- 
mment = mobile liability claim, the insured is glad 

| that you are standing in his stead, pay- 
we sho® 'g a claim he otherwise would have to 
al estat Pay. But, some other person is the 
pility (— Payee and gets the money. 

its bus “In accident insurance, the insured, 
ager dm =the man who paid the premiums, is the 
ted wit Payee. It’s his money, and while it may 
the wie all go out to pay for the costs of his 
. disability, the draft is given to him, 
assessed cashed by him, and the money goes in 
~ mott is pocket, at a time when he needs 
own aha cash, and is particularly grateful 
said of or receiving it. Quite often it is easy 





for the intelligent agent to transpose 
that gratitude into something really con- 
Crete, something that puts more money 
in the agent’s pocket. 

“I could cite from personal knowledge 
humerous instances wherein the pay- 
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maine! 






ment of only a moderate claim under a 
policy of accident insurance has forged 
a bond of friendship and confidence be- 
tween agent and insured, resulting in the 
securing and keeping of large lines by 
the agent. Many of the most successful 
agencies in the country had as their 
foundation and beginning the accident 
line. Good service and prompt and 
equitable payment of accident and health 
claims were the stepping stones to size- 


(Continued on Page 38) 


55 John Wins Accident 
Campaign of Travelers 

FRANKLIN TOOPS AGENCY MGR. 

Dinner at Waldorf-Astoria in Celebra- 


tion of Event; Page and Armstrong 
Are Speakers 





Celebrating the winning of the Trav- 
elers Good Luck accident campaign, the 
55 John Street New York City 
(Franklin S. manager), had a 
dinner at the Waldorf-Astoria one night 
last week attended by members of the 
agency who made a good record in the 
campaign. From the home office came 
Vice-Presidents Bert A. Page and H. H. 
Armstrong, and Joseph R. secre- 
tary of the accident department, Also 
Smith, assistant 
New York 


in charge of the metropolitan area, 


branch, 
To ps, 


Lacy, 


present was Ralph L. 
superintendent of agencies, 
City, 
life, Group and accident departments. 

The campaign started on February 3, 
1941, and ran until April 26. The 55 
John Street not led the 
United States and Canada in premiums, 
but also in number of applications sub- 
mitted and number of agents who quali- 
fied. The branch paid for $27,500 in 
premiums business. 


Otto Hendrian Leading Agent 


agency only 


on new 


Leading agent from 55 John Street in 
the campaign was Otto Hendrian, for 
many years an agent of the company. 
Second place went to Milton Wind and 
third place to Alfred J. Wertheimer. 

The total issue of the company in the 
campaign was approximately $700,000. 

Walter W. Canner, assistant manager 
of 55 John Street branch, is in charge 
of 55 John Street branch’s accident and 
health department. Arthur W. Luce, Jr 














Good salesmen and good policies 


have increased our premiums by 











25% above the same time last year. 


Agencies in all states, 
Alaska and Hawaii. 


Canada, 
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TOOPS 


FRANKLIN S. 


is field assistant in the A. 
ment. 


B. A. Page Tells of Travelers Growth 


& H. depart- 


In his talk Vice-President Page con- 
gratulated the 55 John Street branch for 
its accomplishments in the campaign 
and talked reminiscently of the six 


months he spent in New York City for 
the Travelers in 1907 and 1908. The 
Travelers was then at 34 Nassau Street 
and the manager of the accident depart- 
ment was the late Earles F. Holmes. 
He mentioned the names of five men 
present who were with the Travelers at 


the time he was here. They are Harry 
Sutton, Walter W. Brinckerhoff, O. B. 
Hadsell, C. W. Boynton and W. W. 
Strabuck. Also, he paid a — to 
another of the veterans, E J. Sisley of 
55 John Street, who is now in Doctors 
Hospital, having broken some tendons 


in his leg. 

Mr. Page contrasted the size of the 
Travelers in 1908 with its present stature. 
Armstrong on Opportunities 

Vice - President Armstrong said the 
Good Luck campaign had put on the 
books of the Travelers 41,200 new poli- 
cies and he told what this meant from 
a production standpoint and its rela- 
tionship to the other branches of the 
company’s business. those new cli- 
ents in accident insurance will be buy- 
ing a lot of other types of insurance, 
he said. 

Discussing the billion dollar a month 
expenditures on national defense he told 
what this meant translated into payroll 
and, therefore, into additional insurance 
prospects. The great sums now being 
expended, and, therefore, circulated, will 
give a great impetus to the insurance 
business, He predicted that we are now 
entering the greatest era life insurance 
has ever known and predicted accident 
and health insurance will have a con- 
siderable impetus also. 

Mr. Lacy also addressed the dinner. 


School Children’s Policy 
Held Unique in Canada 


A 25-cent-a-year 
plan for children at Beal Technical 
School in London, Ontario, has been 
inaugurated to become effective at the 
beginning of the school’s Fall term to be 
conducted for the first year as an ex- 
periment. 

The premium will be part of the 
students’ fees, and children will be cov- 
ered going to and from school and while 
under control of school authorities. The 
maximum benefit to a student will be 
$25 annually. The policy has been ar- 
ranged by Trustee Cecil Carrothers, who 
says “There is nothing like it in Canada.” 





accident insurance 


U. S. F. & G. DIVIDEND 
Directors of the United States F. & G. 
have declared the regular quarterly divi- 
dend of 25 cents per share, payable on 
stockholders of record on 


July 15 to 
June 30. 
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“Glorious July Fourth” 
Warning on Accidents 


TRAVELERS MAKES ESTIMATES 





Expect 289 Persons To Be Killed; for 
Year to Date Auto Fatalities Are 
15.7% Higher Than in 1940 





The “glorious Fourth” of American 
tradition will be grievous day in many 
homes in the land. It is the estimate 
of statisticians of the Travelers that 
approximately 289 persons will be k Iled 
in accidents of all kinds while celebrat- 
ing their independence, which, though it 
took seven years of fighting to win, cost 
the lives of only 4,04 soldiers. 

These estimates are based on data 
covering the experience of previous years 
when July 4 has fallen on or near a 


week-end, and upon an accurate and 
detriled revort of acc‘dental deaths oc- 
curing on the holiday last year. Thev 


also reflect the currently rising tide of 
motor vehicle fatalities, at present 15.7% 
hieher than in 1940. Accordine to this 
basis, it is anticipated that 160 persons 
will be killed in automobile accidents, 
sixty-eight will be drowned, six will be 
killed by fireworks, two by lightning, four 
in shooting accidents, fourteen in rail- 
road accidents, six in airplane crashes, 
and twenty-nine in miscellaneous mis- 
haps. 

Automobile accidents alone will take 
a toll of approximately 508 lives during 
the long holiday week-end, from 6 p.m. 
on July 3 to midnight July 6, the statis- 
ticians predict. During the same period 
they estimate that 19,150 persons will be 
injured on the highways. Their figures 
also indicate that there have been 16,880 
persons killed and 636,400 injured in 
automobile accidents during the first six 
months of this year. 

Experience indicates that of the total 
number of highway fatalities occurring 
during the holiday week-end, the largest 
group will consist of pedestrians. Next 
most numerous will be occupants of 
colliding cars, motorists whose vehicles 
overturn or run off the road, and drivers 
of cars which hit fixed objects. More 
than 55% of the deaths will take place 
during the hours of darkness, it is pre- 
dicted. 


Standard Accident Takes 
Cottage for Women’s Club 


The Standard Accident of Detroit, 
through its president, Charles C. Bowen, 
has rented a cottage with twelve acres 
at Woodslee, Ontario, for use of the 
members of the women’s club of the 
company as a recreation spot. All 
women employes of the company are 
members of the club. 

Recently the club members were in- 
vited to view the cottage, and its sur- 
roundings. All maintenance and opera- 
tion of the cottage are assumed by the 
club under the following special cottage 
committee: Helen Gardiner, chairman; 
Anne Boyle, Loretto Shannon, Shirley 
Allen, Evelyn Keifer, Frances Ebaugh, 
Mary Picken, Dorothy Severy, Lucy 
Lochkart and Helen Wilson. 








MISS CORNELIUS ENGAGED 

At Chicago the engagement of Miss 
Elizabeth Cornelius, daughter of Martin 
P, Cornelius, president of Continental 
Casualty, and Mrs. Cornelius, to Peter 
D. Vanderkloot, is announced. Miss Cor- 
nelius attended Mount Vernon College 
in Washington, D. C. Mr. Vanderkloot 
is in the army, stationed at the aeronau- 
tical training base at Alabama Institute, 
Tuscaloosa, Ala. 





HALL ACTED AS PICNIC M. C. 

J. Dillard Hall, assistant agency direc- 
tor, acted as master of ceremonies at 
the annual picnic given by the agency 
development department in the United 
States F. & G. home office. It was held 
at Riverside, Arunde] Beach on the 
Magathy, near Baltimore. M. Sollen- 
berger was chairman of the general 
committee for the event. 


City Treasurer and Tax 
Collector Separate Jobs 


The Pittsburgh city council has been 
advised by its counsel to accept $100,000 
in settlement of the city’s claim against 
Maryland Casualty, surety for the late 
Roy D. Schooley who was delinquent as 
tax collector and treasurer. He was 
bonded for $100,000 as treasurer and 
$50,000 as tax collector. 

The Maryland Casualty took the posi- 
tion that it was not liable under the 
$50,000 bond because the depository 
ordinance which required the city’s bank 
accounts to be secured by surety bond 
did not apply to the accounts of the 
delinquent tax collector, and that even 
though Mr. Schooley held both titles, 
the offices remained separate and dis- 
tinct. 

Legal support may be found for this 
position in the opinion of former Judge 
Gray of Common Pleas Court in the 
case of the Franklin Savings & Trust 
Co., wherein the court held that the 
depository ordinance under which suit 
was brought could not be applied to de- 
posits by the collector of delinquent 
taxes, 


COMPANY LOSES ACTION 


Denied Liability in Estate Case; Claimed 
Dissipation Occurred Under Execu- 
tor, Not Guardian 

The District Court at Dubuque, Ia., 
has overruled a petition of intervention 
filed by Continental Casualty, claiming 
it was not responsible in the estate case 
of Mary E. Johnson. The company is 
held liable for dissipation of $8,934 in 
the estate, 

The Continental Casualty, which was 
surety on a guardian’s bond delivered to 
George W. Hird, attorney, had sought 
through the petition to be relieved of 
any responsibility in the shortage ad- 
mitted by the attorney in handling the 
Johnson estate. The company claimed 
the dissipation occurred while Hird was 
executor and not while he was guardian. 
The guardian’s bond was for $32,000 
which was issued when Hird acted as 
guardian for Mary E. Johnson before 
her death. 

The court ordered that George F. 
Jansen, administrator for the estate at 
the present time, make demand upon 
Hird and the company for return of the 
$8,934 with interest. 











D. W. McCracken, Liberty Mutual’s 
traffic expert, recently came out strongly 
in favor of one-way streets as safety 
devices in metropolitan areas, 


Court Holds Co. Can 
Offset Premiums, Claims 


UPHOLDS AETNA C. & S. 





Company Has Right to Offset Return 
Premiums Against Claims 
of Bankrupt 





The problem of the right of an insur- 
ance company to offset return premiums 
due to it against its claim against a 
bankrupt assured was brought before 
the United States District Court of the 
Southern District of New York recently, 
upon petition of the Aetna Casualty & 
Surety Co., in which the court reversed 
the ruling of the referee and directed 
the trustee of the claim of the company 
as an administrative expense. 

While the amount involved in the 
claim was small, the question frequently 
arises. The fact that decisions on the 
point appear to be few, adds interest to 
the present case. The Aetna’s petition 
arose from the order of the referee, 
denying the company’s motion to com- 
pel the trustee to pay the administra- 
tion claim of the company. 

It appeared from the facts that the 
Aetna had issued numerous policies to 
Selmore Syndicate, Inc., which went into 
bankruptcy on August 22, 1940. Upon 
his appointment the trustee returned all 
the existing policies to the Aetna with 
a request that they be canceled. These 
cancellations revealed a debit to the 
Aetna on the compensation policy and 
refunds to the assured upon all the 
other policies. The company thereupon 
offset one amount against the other and 
made claim for the balance, 


Trustee Opposed Motion 

Subsequently the company issued poli- 
cies to the trustee individually, but when 
claim was made for payment of the 
premiums on these policies, the trustee 
opposed the motion upon the ground 
that the original offset by the company 
was improper since he, by his act of 
returning the policies for cancelation, 
had created the return premium and 
consequently no mutuality of debt 
existed between the Aetna and the bank- 
rupt estate and the return premiums 
should have been set off against the 
premiums earned upon the policies is- 
sued to him as trustee. 

Referee Oscar W. Ehrhorn concurred 
in the trustee’s contention and there- 
upon the company moved to the United 
States District Court for a review of this 
decision. Upon the review the Aetna, 
through William A. Hyman, its attor- 





Standard Accident Celebrates Its 
Fifty-seventh Anniversary 


The Standard Accident Insurance Co., 
Detroit, celebrated its fifty-seventh an- 
niversary recently, The company is one 
of Detroit’s pioneer institutions. D. M. 
Ferry, Jr. is chairman of the board 
and Charles C. Bowen is president of 
the company. 

The Standard’s history began when 
Dexter M. Ferry, together with  thir- 
teen other Detroiters, signed the arti- 
cles of incorporation on May 29, 1884. 
From this beginning the company has 
grown until today operations are car- 
ried on in every state of the Union, 
Hawaii, Canada, Mexico and Alaska. The 
Standard has thousands of representa- 
tives throughout America and branch 
and claim offices in the leading cities. 
The Standard’s totally owned subsidiary, 
the Pilot Insurance Co. of Toronto, is 
a leading underwriter in Canada. 

In 1884, the year of its founding, the 
assets of the company amounted to 
$112,000. In 1892 this figure had climbed 
to $679,000. In 1900 its assets had 
reached a total of $1,200,000. Todvy 
there are assets of over $26,000,000. Dur- 
ing the past fifty-seven years the com- 
pany has paid over $173,000,000 in claims 


and gained a reputation for prompt and 
equitable adjustments. 


Organized as an accident company, 
the Standard now writes practically 
every form of casuaty insurance and 


fidelity and surety bonds. 
Liability Pioneer 


Standard was one of the pioneers in 
liability underwriting, 1889, and was one 
of the first to write liability coverage 
for automobiles, the first automobile 
policy having been written in 1903. 

As the company progressed and as 
new forms of insurance came into de- 
mand, the company added such lines. 
Compensation insurance was added in 
1910, fidelity and surety bonds in 1922, 
burglary and plate glass in 1923 and 
steam boiler insurance in 1927. 

The first home of the Standard was 
in the old Campau Building on Gris- 
wold Street in Detroit. From there the 
organization moved in 1890 to the Moffat 
Block. A later move in 1905 took Stand- 
ard to the old Penobscot Building, 
where it remained until 1920. The 
Standard’s present home office building 
borders on Cass Park. 


-of the bus driver. 


——, 


ney, urged that the trustee had per. 
formed an act which the bankrupt could 
have performed and that consequently 
he could obtain no greater rights than 
the bankrupt had had if it had not gone 
into bankruptcy, j 


Judge Sustains Argument 


Judge Goddard in sustaining the argu. 
ment advanced by counsel for the Aetna, 
specifically held in his opinion, filed on 
June 6, 1941, that the trustee in seek. 
ing cancelation of the policies had mere. 
ly exercised a right which existed in ! 
the bankrupt in pursuance of his duty 9 
to marshal the assets of the estate and 
that by virtue of this fact the refund 
premiums were assets of the estate ap. 
plicable to estate claims and that the 
Aetna Casualty & Surety Co. in off. 
setting these return premiums against 
the amount due to it from the bankrupt, 7 
had taken the proper action under the ~ 
bankruptcy law. 4 


Court Holds School Board © 
Is Without Liability © 

Although the Kentucky general assem- 4 
bly passed a law specifically authorizing 7 
school boards to carry indemnity insur- 
ance, boards carrying insurance are not [7 
liable for injuries or damage caused by © 
buses used to transport children to and Bf 
from school, the Court of Appeals at 7 
Frankfort has held. F a 
The opinion was handed down in the © 
case of a damage suit filed by the parents © 
of a school boy who was killed in a motor & 
bus accident, allegedly due to negligence j 
The opinion held that 7 
in providing such transportation the boards 
are carrying out government functions of J 
state agencies and it is a “universal rule” 
that they are without liability in such © 
cases. 4 
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HARTFORD BONDS TREASURER ~ 

The Hartford Accident & Indemnity — 
Co, recently executed a bond in the pen- | 
alty of $500,000 on behalf of G, Harold | 
Wagner as treasurer of the Common- 
wealth of Pennsylvania. The bond was 
issued to cover his full term of office, 
which is four years. Several companies 
have participated in this risk by way of 
reinsurance. 
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(Continued from Page 37) 
able and lucrative fire and casualty 
volume.” ; 
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Diversification 


His next point was diversification. He ” 
said that while most successful agencies 
are built around specialization, the old © 
maximum about too many eggs in one — 
basket should be heeded. Even through ~ 
the bad years, he declared, accident busi- — 
ness renews and many agents who face © 
decreasing incomes from major lines be- 
cause of rate reductions are replacing © 
that lost income through selling accident 3 
insurance. 3 

Stressing that the agent who has not © 
protected his clients with this primary ~ 
and fundamental form of insurance has © 
not served them well, Mr. Powell said ” 
in conclusion: 

“Summing up, we know that accident | 
insurance is one of the fastest growing 
of all forms of insurance today. We — 
know that the field of prospects 1s 
greater than for any other form, with is 
the possible exception of life. We know 7 
that it carries a comparatively high 
schedule of commissions, and that be- 
cause of a high rate of persistency, tt | 
returns those commissions for long 
periods of time. We know that the op- 
portunities for service to your client in 
the payment of losses are exceptional, 
and we know that it is a form of in- 
surance your present clients need and 
should have. All of this we know about 
the accident business. With these facts 
before you, I do not believe you would 
deny that accident insurance has a place, 
and an important place, in your agency 
and in every other wide awake local 
agency.” 
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